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At the left of the skyline is the Stevens Hotel, convention headquarters 


CHICAGO . . . September features the A.B.A.’s first full-scale convention since 1941 
(See IN THE TREND OF BANKING .,.. Pace 8) 


This Month 
C. W. BAILEY ... By HENRY J. BOONE 
New Developments in Banking Quarters... sy Harry v. one 
Making Friends via a Bank Ambassador... sywiuam u. KNiFFIN 








q 
ie 
4 te 





ww = vides maximum protection against coun- 
mu i terfeiting—saves banks sorting time— 


he 


=—zaworne™” 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


A Check Paper All Your Own 


Why not follow the lead of America’s out- 
standing banks and corporations? Let us 
reproduce your trade-mark in the paper 
itself. Such InpIvVIDUALIZED check paper pro- 


helps prevent errors. 






\ 


The consistent and long-continued use of 
La Monte Safety Paper by leading banks 
and corporations has placed this product 
in a class by itself from the standpoint of 
public recognition. 
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@ For Samples of La Monte Safety 
Paper see your Lithographer or 


Printer—or write us direct. SS 
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Ten Sock Deposit 


Stns: We have often heard of people 
saving their money in socks. One day last 
week one of our good savings customers of 
long standing brought in a shoe box con- 
taining ten socks of currency and silver, 
each tied around the top. The socks were 
of the type used in the Navy, so our ex- 
servicemen tell us. 

The customer left the box for us to work 
up after hours. Our savings teller, Mrs. 





Teller Donoho and socks 


Ethel Donoho, is shown counting the 
money in the last sock, with the passbook 
on the counter. Upon completing her 
count she had $3,153.17. 
E. WM. WEEKs, JR., President, 
The Brotherhood State Bank, 
Kansas City 11, Kansas 
. * * 


Banking Hours 


Sirs: The extension of branch banking 
hours, from 3 to 5 P.M. on week-days, 
Monday through Friday, has had a very 
favorable reception from our customers and 
we believe it is a forward move. 

Many of our industrial workers find 
regular banking hours inadequate in view 


of the greatly enlarged services offered 
them through our personal loan and Pay- 
By-Check departments. Banking has be- 
come a necessity for almost every home. 
At one time it was desirable to have an 
early closing hour so that employees could 
complete their work within reasonable 
hours. Modern methods have made such 
an early closing unnecessary. The bank’s 
staff will be on a forty-hour week, and the 
management has in mind the desirability 

of an eventual five-day week. 

H. P. PARSHALL, Executive 

Vice-president and Cashier, 
Commonwealth Bank, 
Detroit 31, Michigan 
¢ °¢ . 


Routing Symbols 


Srrs: You will be interested to know 
that the Committee on Collections of the 
Federal Reserve System has arranged with 
Federal Reserve banks to make surveys, 
at stated intervals, of banks having checks 
in circulation with fractional form numbers 
in the approved location. 

The first survey was made latém Febru- 
ary and another was completed at the end 
of June. The results are as follows: 


Number Using Percent ~~ cent 


District of par Symbols of of 
; Banks June 30 Total Feb. 26 
1 Boston 489 450 92. 56.7 


2 New York 950 870 91.6 63.1 
3 Philadelphia 860 sae) GF: 335 


4 Cleveland 1,182 890 = 75. 59. 

5 Richmond 776 603 78. 68.6 
6 Atlanta 504 on. 73. 61.9 
7 Chicago 2,423 Laos: SS. 36.9 


8 St. Louis 1,104 1D 65..--%4 
9 Minneapolis 595 166 27.9 16.8 
10 Kansas City 1,734 1,021 58.8 45.4 
11 Dallas 855 644 75.3 64.7 
12 San Francisco 501 271 54. 32.3 


TOTAL 11,973 7,868 65.7 487 


You will observe from the report that 
there has been a substantial increase in all 
Federal Reserve districts in the number of 


More banking hours for industrial workers 
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AY Twese Starting Monday, Aug. 5, 1946 
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banks which now have checks in circula- 
tion with fractional form numbers. It 
seems to me that the report also reflects 
encouraging progress which was made 
possible only by the fine co-operation of 
the banks, check printers and lithographers 
throughout the country. 

We are pleased to find that in the rela- 
tively brief period of one year this part of 
the program is well past the halfway mark 
and that its progress probably will be acceler- 
ated as the old check stock is exhausted. 

VALENTINE WILLIs, Vice-president, 

Federal Reserve Bank of New York, 
New York 7, New York 
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Whether your interest in Great 
Britain is in business or travel, the 
Chase, the oldest American bank- 
ing organization in London, with 
three centrally located branches, 
and British correspondent banks 
throughout the United Kingdom, is 


admirably equipped to serve you. 


Chase officers are in close touch 
with commercial and financial de- 
velopments in Great Britain and, 
as a result, are in a position to be 
of particular assistance at this time 
to Americans who have British 


business interests. 


“BIG BEN” still booms from Westminster's storied tower . 





}. 


. . pealing over the Mother of Parliaments in 


its shadow. Visitors to London today note the marked resurgence in the business and general activity of the 


. . capital of the British Empire. 
If you have a requirement touching 
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on trade or travel in Great Britain, 







you are cordially invited to consult 





our Foreign Department officers. 


These facilities are also at the dis- 
posal of Chase correspondent banks 
in the United States and often en- 


able them to broaden their own 


BUSH HOUSE, ALDWYCH—In 








one of the best known business ad- 
dresses in London, this mid-town 
branch of the Chase is also conve- 
nient to the social life of the West 
Kind. 


service to customers, 


6 LOMBARD STREET—The 
main London branch, opposite the 
Bank of England, is in the very 
heart of the “City,”’ London’s great 
financial district, 


When in London, make the Chase your financial headquarters, 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 


LONDON—6 Lombard Street +¢ 51 Berkeley Square « Bush House, Aldwych 


Havana « San Juan * Panama «+ Colon « Cristobal « Balboa « 


Offices of Representatives: Mexico City 


THE CHASE BANK: Paris © Shanghai * HongKong © Tientsin 


51 BERKELEY SQUARE 
—This Chase branch in 
Mayfair is in the center of 
the hotel, shapping and 
theater districts of London's 


fashionable West End, 


Cairo « Bombay 
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In the TREND of BANKING 








The National Conventions 


With virtually all of the state association 
meetings now a matter of history, banker 
attention is focused on the fall conventions 
of the national groups. 

Leading off is the annual meeting of the 
National Association of Supervisors of 
State Banks, to be held September 18-20 
at Cleveland. 

Then comes the 25th anniversary con- 
vention of the Association of Bank Women 
at the Palmer House, Chicago, on Sep- 
tember 20-22. 

Third on the list is the 72nd annual 


A. B. A. convention, September 22-25, - 


likely to draw 5,000 bankers or more to 
Chicago. 

Next in the order of events will be the 
33rd annual meeting of the Mortgage 
Bankers Association of America, Cincin- 
nati, from September 30 to October 2. 
More ‘than 1,200 delegates are expected, 
which will make this the largest M. B. A. 
convention ever held. 

Some 450 members of the Financial 
Advertisers Association have indicated 
intentions of attending the annual meeting 
of that organization in San Francisco, 
October 7-10. . 

An exceptionally large attendance is cer- 
tain for the 22nd annual convention of the 
National Association of Bank Auditors 
and Comptrollers, scheduled for October 
22-25 in Oklahoma .City, with President 
Ben N. Jenkins as host. 

New England will beckon to members of 
Robert Morris Associates, who will con- 
vene September 29 through October 2 at 
New Ocean House, Swampscott, Massa- 
chusetts, for the annual Fall Conference. 

Following are program details: 
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A. B. A. Convention 
Program 


Among the prominent speakers at the 
A. B. A. convention will be John W. 
Snyder, ex-banker who is now Secretary of 
the Treasury; Paul Hoffman, president of 
Studebaker Corporation and chairman of 
the Committee for Economic Development; 
and Louis Bromfield, novelist, farmer and 
banker. 

Sunday. The opening phase of the pro- 
gram will be the executive sessions of some 
25 commissions, councils and committees 
on Sunday, September 22. This will be 
followed by an “A. B. A. Sunday Evening 
Hour” at which Lawrence Tibbett will 
sing, and Bishop Bruce R. Baxter of the 
Methodist Church, Portland, Oregon, will 
speak on ““The Year of Decision.” 

Monday. Speakers at the Savings Divi- 
sion meeting on Monday morning will in- 
clude Myron F. Converse, president of the 
Division and president of the Worcester 
Five Cents Savings Bank, Worcester, 
Massachusetts; Fred I. Kent, a director of 
Bankers Trust Company, New York, who 
will talk on the subject, “‘Nationalization of 
Industry’’; and H. R. Farrall, advertising 
manager of the Warren Tribune Chronicle, 





Treasury Secretary JOHN W. SNYDER 





A. B. A. President FRANK C. RATHJE 


Mr. Snyder will speak, Mr. Rathje preside, at A. B. A. convention 


Warren, Ohio, who will cover the topic, 
“Live Banks Make Live Communities.” 

The State Bank Division will also hold 
its annual meeting Monday morning. One 
of the speakers will be H. N. Thomson, 
president of the Division and vice-presi- 
dent, Farmers and Merchants Bank, 
Presho, South Dakota. “Installment Loans 
to Small Business” will be discussed by 
Carl M. Flora, vice-president, First Wis- 
consin National Bank, Milwaukee. Wil- 
liam L. Clark, vice-president, J. I. Case 
Company, will speak on “An Opportunity 
for Banks.” 

Paul Hoffman is ‘scheduled to address 
the Monday afternoon session of the Na- 
tional Bank Division, along with Norfleet 
Turner, president of the Division and 
president of the First National Bank, 
Memphis, and R. A. Peterson, vice-presi- 
dent, Bank of America, San Francisco. 

At the same time the Trust Division will 
be meeting to celebrate its 50th anniver- 
sary. Birthday greetings will be tendered 
by Frank C. Rathje, A. B. A. president, 
and by the presidents of the other A. B. A. 
Divisions. Isaac H. Orr, honorary chair- 
man of the board, St. Louis Union Trust 
Company, St. Louis, Missouri, will remi- 
nisce on the beginnings of the Trust sec- 
tion. Mr. Orr was present at the meeting 
50 years ago at which the Trust Division 
was first organized. 

The Agricultural Commission and the 
Country Bank Operations Commission will 
jointly sponsor a country bank program on 
Monday evening, when Louis Bromfield 
will talk on ‘“*The Banker and the More 
Abundant Earth.” C, W. Bailey, A. B. A. 
vice-president, and president of the First 
National Bank, Clarksville, Tennessee, will 
review “The Farm Land Price Situation.” 
William Powers, A. B. A. deputy manager, 
will lead a panel discussion on country 
bank operation problems. 

Tuesday. President Rathje will address 


the first general session of the convention 
on Tuesday morning. It is at this session 
that Secretary of the Treasury Snyder will 
speak. He will be followed by the Hon. 
Leonard W. Brockington, K.C., LL.D., 
former Special Wartime Adviser to the 
Governor General of Canada. 

Wednesday. The second general session, 
Wednesday morning, will have W. Ran- 
dolph Burgess, vice-chairman of the board 
of The National City Bank of New York, 
and Robert M. Hanes, president, Wachovia 
Bank and Trust Company, Winston-Salem, 
former A. B. A. presidents, as speakers. 
Officers of the Association for the coming 
year will be elected and inaugurated. 

Soloman A. Smith, president, The North- 
ern Trust Company, Chicago, is general 
chairman of the Chicago committee. The 
Chicago banks will be hosts at a reception 
and tea for delegates and their wives on 
Sunday afternoon. On Tuesday noon there 
will be a ladies’ luncheon in The Palmer 
House. The Chicago bankers will again 
be hosts at an informal reception hour on 
Tuesday afternoon. Because of the large 
registration this reception will be held in 
both The Stevens, convention headquar- 
ters, and The Palmer House. 
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Plans for F. A. A. Meeting 


A battery of distinguished speakers will 
head the well-rounded program offered to 
advertising and public relations executives 
at the national convention of the Financial 
Advertisers Association in San Francisco, 
October 7-10, announces program chair- 
man Rod Maclean. 

Other outstanding features will be well- 
arranged departmentals and clinics con- 
ducted by technical experts, a salesmanship 
course in the psychology of selling, spar- 
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kling entertainment and impressive sight- 
seeing, declares Lester B. Johnson, general 
chairman of the convention. 

At this advance date some 450 delegates, 
more than 100 of whom will be accompanied 
by their wives, have written they are 
planning to attend. 

Speakers. Keynote speaker will be 
C. W. Bailey, incoming A. B. A. president 
Among other principal speakers will be 
Ben H. Wooten, vice-president, Republic 
National Bank of Dallas, Texas, who will 
discuss G. I. loans; Rilea W. Doe, vice- 
president, Safeway Stores, who will ad- 
monish the delegates “‘Don’t Be Your 
Age’’; and Don Hobart, research director, 
Curtis Publishing Company, who will 
throw new light on the housing problem. 
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On Wednesday noon, October 9,. the 
convention will hold a joint luncheon ses- 
sion with the San Francisco Advertising 
Club at the Palace Hotel, when a speaker 
of national prominence will be featured. 
Other convention sessions will be held at 
the Fairmont Hotel, Nob Hill, headquarters 
of the gathering, and at the near-by Mark 
Hopkins Hotel. 

Departmentals. Departmental discus- 
sions and their guiding personalities line up 
as follows: 

Consumer credit: Frank Anger, presi- 
dent, Industrial National Bank, Chicago. 

Commercial banking: Leslie K. Curry, 
vice-president, Mercantile-Commerce Bank 
and Trust Company, St. Louis. 

Savings and mortgages: Urbain C. Le 








CHECK 


from you. 


Participation with correspond- 
ent banks in local loans 


Servicing loans to dealers and 
brokers 


* Check collection 


* Remittances and money orders 
transfer 


Purchases of commercial paper 


* Collection of drafts, notes, 
coupons, matured bonds and 
other items both domestic and 
foreign 





CENTRAL 


MEMBER FEDERAL 


Correspondent Banking 


BENEFITS 


Every day in the year, there are opportunities for 
you to gain advantages from the services provided 
by correspondent relationships. In the partial list 
below, there is a Central National service in this 
Cleveland area, which will enable you to give in- 


creased advantages to your customers. Let us hear 


VAT 


F CLEVELAND 
Cleveland 1, Ohio 


DEPOSIT 


THESE 





* Credit information 


* Travelers’ checks and letters 
of credit 


* Adviser on pension and profit- 
sharing plans 


* Safekeeping of securities 


* Foreign trade facilities 
* Travel service 


* Receipt and delivery of 
securities 





ONAL BANK. 
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INSURANCE CORPORATION 


Gost, assistant vice-president, Dollar Sav- 
ings Bank, New York City. 

Trust services: H. Leonard Flynn, 
assistant vice-president, Cleveland Trust 
Company, Cleveland. 

Clinics. Clinical sessions, probing into 
the technical problems of financial and bank 
advertising, are to be conducted as follows: 

Direct Mail, by Merrill Anderson, presi- 
dent, Merrill Anderson Co. of New York, 
and K. Winslow, Jr., vice-president, Seattle 
Trust and Savings Bank, Seattle. 

Radio, by Charles Wilbar, assistant 
cashier, National Shawmut Bank, Boston. 

Newspaper Advertising; by John R. 
Christie, director of public relations, Citi- 
zens National Trust & Savings Bank, Los 
Angeles. 

Advertising Budgets, by Grace Mack, 
advertising director, Mississippi Valley 
Trust Co., St. Louis, and Robert Lindquist, 
assistant vice-president, American Na- 
tional Bank & Trust Co., Chicago. 

Copy for Bank Advertising, by C. A. 
Hemminger, advertising manager, Bankers 
Trust Company, New York. 

House Organs, by Howard Barney, ad- 
vertising manager, Merchants National 
Bank, Mobile, Alabama. 

Market Research for Banks, by John O. 
Chappell, Jr., assistant secretary, Central 
Trust Co., Cincinnati. 

Leaders for clinics on publicity and out- 
door and bus advertising remain to be 
announced. 

Sales school. A special feature, a school 
for salesmanship, is to be conducted each 
morning by Robert H. Balzari of San 
Francisco. The course will consist of four 
one-hour lessons and the emphasis will be 
on the psychological side. 

Entertainment. Registration day is 
Sunday, October 6, and entertainment 
chairman L. E.-Townsend has arranged an 
intriguing “‘early birds” party for that day. 
Wednesday afternoon is to be given over to 
a sight-seeing tour of the San Francisco 
Bay area, taking in the many world famous 
points of interest. At the conclusion of the 
convention sessions, the delegates are to 


| continue on to Los Angeles for a view of 
| Hollywood and other notable Southern 


California attractions, and a special dinner 
and show before proceeding homeward. 
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| Oklahoma City Beckons to 


Auditors, Comptrollers 


In the home city of their president, Ben 
N. Jenkins, assistant vice-president, First 
National Bank and Trust Company, 
Oklahoma City, the Bank Auditors and 
Comptrollers will convene in October for 
their twenty-second annual convention. 

Plans are rapidly crystallizing for a pro- 
gram that will attract attendarice from all 
states. Reservations have also been re- 
ceived from Canada and Hawaii. Two 
special trains will take delegates and 
guests to the convention city. No. 1 train 
will originate at New York City and pro- 


ceed through Philadelphia, Baltimore, 
Washington, and St. Louis. No. 2 train 
will start from Chicago and _ proceed 


through St. Louis. 

The opening reception will be on Tues- 
day evening, October 22, at an Oklahoma 
City country club, where in truly western 
style a“‘chuck-wagon” dinner will be served. 
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“Is Our Retirement Plan Up-to-Date?” 


| aa in importance to establishing the best 
retirement plan for a particular business is 
keeping an effective plan up-to-date. 

In a booklet just published—188 Retirement 
Plans—Bankers Trust Company’s Pension Divi- 
sion analyzes retirement plans now 
in successful operation in a variety 


of industries. 


1946 Edition 


our 1945 study of 106 retirement plans. It shows 
when each plan was made effective, the number 
of employees covered, conditions of eligibility, 
the extent to which employees contribute, retire- 
ment age, method of funding, amount of retire- 
ment benefit, and other significant 
provisions. 





These case analyses contain, in 
comparative form, specific informa- 
tion of value to every employer con- 
sidering a new retirement plan, ora 
change in a plan already in operation. 


The booklet is a continuation of 





You are cordially invited to write 
for a copy of 188 Retirement Plans. 
Copies of this booklet are being 
mailed to our correspondent banks 
this month. 


Pension Division is at your disposal. 


BANKERS TRUST COMPANY 





Member Federal Deposit Insurance Corporation 


The diversified experience of our © 





in writing to advertisers please mention The Burroughs Clearing House 
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Students and faculty at expanded School of Banking, University of Wisconsin, sponsored by Central States Conference 


The first general session will convene 
Wednesday morning, October 23, in the 
Skirvin Tower Hotel. Speakers who have 
accepted assignments on the program in- 
clude Falkner C. Broach, vice-president, 
National Bank of Tulsa, Oklahoma, whose 
subject will be ““Are Bond Profits Fooling 
Us?” Leslie K. Curry, vice-president, Mer- 
cantile-Commerce Bank and Trust Com- 
pany, St. Louis, will speak on “Job Evalu- 
ation.”” Harold E. Randall, vice-president, 
The First National Bank of Boston, is to 
discuss “Bank Costs and Service Charges.” 
“Profits Through Controls” is the subject 
to be covered by A. Paul Thompson, 
cashier, Central National Bank of Cleve- 
land. Fred F. Florence, president, Repub- 
lic National Bank of Dallas, has accepted 
an assignment on the program. Alvin J. 
Vogel, secretary to the research committee, 
N. A. B. A. C., will discuss “‘Internal Work 
Functions.” 

A feature of the program will be the 
panel discussion on “Bank Defalcations.” 
Chairman of the panel will be James E. 
Baum, A. B. A. deputy manager and 
secretary of the Insurance and Protective 
Committee. Members of Mr. Baum’s panel 
will be William K. Mendenhall, assistant 
secretary, Tower Rating Bureau, Inc., New 
York City; Mills B. Lane, Jr., president, 
Citizens and Southern National Bank, 
Atlanta; and Alvin J. Vogel. ““Bank Taxes” 
is to be another subject for panel discussion. 

The outstanding entertainment feature 
will be attendance at the football game 
between Oklahoma A. & M. College (1946 
Sugar Bowl Champions) and Texas Chris- 
tian University of Fort Worth, on Friday 
evening, October 25, as guests of the 
Oklahoma City Clearing House banks. 

The annual banquet is scheduled for 
Thursday evening. On Friday morning 
officers for the new year will be elected. 
If tradition is followed, the present first 
vice-president, Arthur R. Burbett, comp- 
troller, First National Bank of Baltimore, 
will be elevated to the presidency. 
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Highlights of the Mortgage 
Bankers’ Meeting 
Wilson W. Wyatt, national housing 


administrator, has been invited to speak 
at the national convention of the Mortgage 


Bankers Association of America, to be held 
at the .Netherland-Plaza Hotel in Cin- 
cinnati}.. 

The future of the real estate mortgage 
as an investment in our present economy 
will be the subject of a series of addresses. 
Speakers on this topic will be A. B. A. 
President Frank C. Rathje, Charles F. Wil- 
liams, president, the Western and Southern 
Life Insurance Company, Cincinnati, and 
Raymond Rodgers, professor of banking, 
New York University. 

Another session will be devoted to the 
outlook for building, construction costs, 
and the general housing situation. In addi- 
tion to Mr. Wyatt, speakers invited to 
participate in this forum include Foster 
Gunnison, president, Gunnison Homes, 
Inc., and George F. Nixon, Chicago, 
nationally-known builder and developer. 

Running concurrently with the conven- 
tion will be an Exhibit of Building, Indus- 
try and Services, an annual show of build- 
ing materials, equipment and _ related 
products. 

+ . . 


Fall Conference of the 
Robert Morris Associates 


The New England Chapter of the Robert 
Morris Associates has completed its plans 
to be host to the largest gathering of mem- 
bers and their wives in the history of that 
expanding organization of bank credit men. 
The entire facilities of the New Ocean 
House at Swampscott, Massachusetts, will 
be available to the Associates exclusively 
during their Fall Conference. 

The program on Monday, September 30, 
includes a talk by Frederick S. Blackall, 
Jr., president of the New England Council, 
and president and treasurer of the Taft 
Pierce Manufacturing Company, on the 
subject: ‘“‘New England and Its Place in 
the National Economy.” H. T. Riedeman, 
manager, credit division, City National 
Bank and Trust Company, Chicago, will 
speak on “Objectives of Our Research 
Program.” 

A feature speaker on Tuesday morning 
will be Senator Leverett Saltonstall of 
Massachusetts. Earl P. Stevenson, presi- 
dent, Arthur D. Little, Inc., will. discuss 
“Correlation Between Research and Com- 
mercial Banking.” 

On Wednesday there will be a talk by 


Allen W. Rucker, president, Tool Owners 
Union, on the topic, ““The Forgotten Man.” 
This will be followed by induction of new 
officers and directors, committee appoint- 
ments, and an address by the new president. 
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Enthusiasm is Keynote at 
School of Banking 


Perhaps the most striking thing about 
the School of Banking sponsored by the 
Central States Conference, which com- 
pleted its second summer session at the 
University of Wisconsin, August 11, was 
the enthusiasm manifested by the student 
body. The student bankers went through 
a very concentrated course, which required 
them to spend approximately 80 hours in 
lecture rooms, but their interest never 
waned. 

This was illustrated by the many ses- 
sions which were continued into lunch 
hour and intermission periods, as students 
insisted on continuing lecture discussions. 
It was typified by the evening seminars, 
which ran for two hours and came in addi- 
tion to four 85-minute lectures presented 
during the day. After listening to all 
these discussions, the student bankers 
grouped about the speaker to inquire still 
further into the subject matter. 

Enrollment. This year the school had 
130 students, compared to 47 the first year. 
According to Herbert V. Prochnow, direc- 
tor of the school, and vice-president of the 
First National Bank of Chicago, the stu- 
dent body in 1947 should number well 
over 200. A noteworthy fact is that 
approximately two-thirds of this year’s 
group were representatives of country banks. 

Students generally agreed that this 
year’s curriculum definitely was beneficial 
to them. One of the older officials from a 
country bank said the notebooks filled with 
data obtained at the lectures would con- 
stitute a text-book for use in his business. 

One of the significant things about the 
course, it was pointed out, was that bankers 
learned the relationship of the individual 
bank to the banking system of the country 
as a whole, and to the national economy. 
They listened to top-ranking economists 
like Woodlief Thomas, director of research 
and statistics of the Federal Reserve 
Board, and John Langum, vice-president 

















1e 
n- 
1e 
as 
nt 
3h 
ed 
in 


2S- 
ch 
its 


rs, 
di- 
ed 
all 
ers 
till 


ad 
ar. 
ec- 
the 
tu- 
vell 
hat 
ar’s 
iks. 
this 
cial 
ma 
vith 
‘on- 
ess. 
the 
kers 
jual 
itry 
my. 
lists 
arch 
erve 
dent 


’ president, 





THE BURROUGHS CLEARING HOUSE—September, 1946 
of the Federal Reserve Bank of Chicago, 








discuss the problems presented by the 
large national debt and the threat of infla- 
tion, and the steps necessary to solve these 
problems. 

Personal comments. Some comments 
from student bankers and faculty mem- 
bers are of interest. For instance, the 
statement from A. J: Quinn, vice-chairman 
of the Banking Commission of Wisconsin, 
president of two country banks in the 
state, a second-year student at the school 
and president of the 1947 class: “The 
Central States School of Banking, in my 
opinion, answers a long-felt need in prepar- 
ing men to manage efficiently their respec- 
tive banking institutions. I believe that 
every bank executive should have some 
background of specialized training in addi- 
tion to his practical experience.” 

Noteworthy, too, is the following com- 
ment from James H. Clarke, assistant vice- 
American National Bank & 
Trust Company, Chicago, a faculty lecturer 
on investments: ‘“‘We are going to see an 
expansion of schools of this sort in this 
country. In a country of this size, one 
school of banking will not do the job, be- 
cause distances are so great, and because 
problems of banking vary in different 
parts of the country. I feel that the coun- 
try will watch this school and, if it is as 






The 


FIRST 
CORPORATION 


and 


MELLON SECURITIES 
CORPORATION 


announce that a merger of the two Corporations 

has been completed. The underwriting, distribut- 

ing and trading securities of both corporations will 
be continued under the name of 


The First Boston Corporation 


A Merger of 
MELLON SECURITIES CORPORATION—THE FIRST BOSTON CORPORATION 


successful as I think it should be, others BOSTON NEW YORK PITTSBURGH 
will spring up.” 

Credit warning. One of the features of CHICAGO CLEVELAND PHILADELPHIA SAN FRANCISCO 
this year’s session was the annual banquet, BUFFALO HARTFORD PROVIDENCE RUTLAND 
at which Frank C. Rathje, A. B. A. presi- SPRINGFIELD WASHINGTON 


dent, discussed what he found to be the 
question uppermost in the minds of 








bankers throughout the country, the future 








of the commodity price level and the 
credit structure that is being built on con- 





stantly rising prices. It was his experi- 
enced judgment that a rapid expansion of 
bank credit under today’s conditions con- 
stitutes a hazard of enormous proportions, 
and that the times call for judicious re- 
straint on the part of all lending agencies. 

At the banquet, Harry Hausman, secre- 
tary of the Illinois Bankers Association, 
announced that next year’s session of the 
school would be held during the first two 
weeks in June, and predicted that the en- 
rollment would double or more than double 
this year’s total. 


° . + 


Home Financing Trends 


Credit totaling $15.4 billion will be 
needed to finance the construction and 
purchase of new homes in 1946 and 1947, 
the National Housing Agency estimates. 
It also expects that further credit of $14.5 
billion will be needed to finance the pur- 
chase and repairs of existing homes. 

However, the NHA report points out 
that nearly half of the total need of $29.9 
billion can be met by current repayments 
on outstanding debt, so the net increase in 
credit requirements for housing over the 
two-year period is estimated at $15.2 bil- 
lion. Such an increase would bring the 
total residential mortgage debt outstand- 
ing at the end of 1947 to $41.2 billion. 

Meanwhile, for the first half of 1946, 
real estate financing in the nation climbed 
to $4,788,000,000, or slightly more than the 
entire total for all of 1941, the last prewar 
year. Also, the January-June figure was 











EYES AND EARS 


You can save time and trouble by 
letting us be your eyes and ears in 42 of 
New York State’s leading manufacturing 
and trading centers. Through our affiliation 
with 19 other Marine Midland banks we are 
in close contact with local conditions: in 
these 42 communities. 


Member of Federal Deposit Insurance 


Corporation 


MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 
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As most forgery schemes are directed 
against commercial banks, some savings 
institutions are inclined to grow careless 
about watching their accounts. Tellers 
who refuse to cash checks for strangers 
will do it for depositors without bother- 
ing to io0ok at records. The fact that a 

rson possesses a savings account num- 
ber seems to act as a strange sedative. 


* * * 


A smooth operator who took note of this 
situation has just netted the tidy sum of 
$20,000 in less than a month from four New 
York City banks. He took each one for 
$5,000 minus a parting gift of $15. 





Since no trace of him can be found, it 
is believed that he’s quietly looking for 
other green currency pastures. Any bank 
with a savings department should be- 
come acquainted with his method. 


* * * 


He begins his operations by opening a 
savings account. While filling out his appli- 
cation heremarks that he has just moved into 
town, and is looking for a business oppor- 
tunity. He makes a cash deposit of $300 to 
$400 plus several out-of-town checks. 


* * if 


He is smart enough to know that a 
bank might wonder about the checks 
and so waits until they have cleared be- 
fore making any withdrawals. Then he 
begins to withdraw small amounts. He 
times himself carefully, letting his orig- 
inal balance diminish slowly. When he 
considers that he has become sufficiently 
well-known to the bank employees, he 
deposits a check for $5,000 also drawn 
on a bank from another city. 


Ore 


He may inform the cashier that he will 
need cash for his new venture. He steps up 
his withdrawals to $100 or $200 each. All 
his previous checks have cleared. The teller 
assumes that everything is all right. 


* * * 


The awakening comes about ten days 
later when the $5,000 check bounces. An 
inspection of the records reveals that he 
has only $15 in his account. Jt pays to 
know your depositor! 


* * * 


it pays also to provide protection for your 
customers’ checks by producing them on 
Hammermill Safety. For samples of this fine 
check paper, send a note on your bank 
letterhead to Hammermill Paper Company, 
1503 East Lake Road, Erie, Pennsylvania. 





| cent. 





Television skit by Land Title Bank and Trust Company, Philadelphia 


87 per cent greater than in the same period 
of 1945. 

Among factors contributing to the rise 
are the continued market demand for 
existing homes, a sharp increase in new 
building at ascending costs, further rises in 
real estate prices as reflected in larger loans 
to finance purchases of properties, and a 
growing number of high percentage G. I. 
home loans. 

The figures reveal that there has been a 
shift in the proportion of total financing 
handled by the various types of lenders. 
Commercial banks expanded their share of 
the aggregate mortgage recordings from 
19 per cent during the first half of 1945 to 
24 per cent this year, while mutual savings 
banks’ totals went from 3.5 to 4.8 per 
Savings and loan associations ac- 
counted for 34.9 per cent of all recordings 
during the six months, a slight gain over the 


| same period of 1945. 





The figures are based on reports of non- 
farm mortgages of $20,000 or less recorded 
in local communities. Such recordings 
during the first half of 1946 were as follows: 


Number Amount Per 
Savings and loan Cent 


associations. ... . 413,803 $1,672,338.000 34.9 





Insurance companies... ... 35,562 196,844,000 4.1 

Banks and trust companies 267,996 1,161,504,000 243 

Mutual savings banks...... 45,144 230,117,000 4.8 

EN hn. Sv aenetewega 312,585 991,582,000 20.7 

Misc. lending institutions 118,372 535,586,000 11.2 
Total 


eenes 1,193,462 $4,787,971,000 100.0 
¢ ¢ Sl 


Education in Bank Methods 
via Television 


Blazing an entirely new trail, the Land 


Title Bank and Trust Company of Phila- 
delphia recently became the first financial 
institution in the country to sponsor a tele- 
vision broadcast on the subject of banking. 
It was presented as a public service feature 
over the local television station, WPTZ, 
and inaugurated the first of a series planned 
by the bank. 

The initial telecast had to do with the 
use of the bank’s checking account service, 
and featured its no-minimum-balance ac- 
count designed for the average wage 
earner. 

Serving as narrator was Warren H. 
Woodring, vice-president and treasurer of 


Land Title Bank, while other performers 
were also members of the bank’s staff. In 
the course of the program, Mr. Woodring 
explained to waiting depositors the correct 
way of making out a deposit slip, covered 
bad practices in check writing, and cited 
an example of a check properly made out. 
Blown-up specimens of checks and deposit 
slips enabled the narrator to illustrate the 
various points raised in the script. Close- 
ups of a teller’s cage enabled Mr. Woodring 
to show how window service has been 
speeded through mechanization of the 
operation. 

View of telecast. An accompanying 
view of the telecast depicts Mrs. Housewife 
learning all about how to make a deposit, 
from Mr. Woodring. The stage manager 
may be seen in the center, awaiting his cue 
to bring forward the blown-up samples of 
a deposit slip and correct and incorrect 
checks. 

At the end of the broadcast the television 
audience was asked to send in questions 
about banks and banking service. The 
response indicated interest in personal 
loans, and a program on that subject is 
being arranged. Others will follow from 
time to time. 

While television programs are still in the 
experimental stage and audiences are 
limited in size, the future of this educational 
and promotional medium is bright, and 
the Land Title series constitutes an histori- 
cal landmark which will be noted with 
interest by many banks. 


« « S 


An Ad Idea Worth Noting 


With the cost of home-owning having 
skyrocketed and so many other living costs 
on the ascent, The Second Federal Savings 
and Loan Association of Cleveland felt 
that someone should tell the public what 
has happened to mortgage loan rates. 

So, in all three of the local daily papers, 
it inserted an advertisement in which the 
headline pointed out: “One Living Cost 
in Cleveland is lower than ever.” The 
initial paragraph in the ad copy read: 

“One element of cost of living in Cleve- 
land, an important part of the cost of 
home-owning, is lower today that at any 
time in the history of the nation, in spite 
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Another leading bank using Hammermill Safety 





Today the First National Bank of Kansas City still operates under its 

Original charter. Since 1886, without exception, its deposits have in- 
aay pond Pa ae creased during depressions. After the bank holiday in 1933 it reopened 
Ser ee ee with greater deposits than at the beginning of the holiday. 


We are proud that checks of this substantial, solidly built institution 
are on Hammermill Safety. (The sample check shown below is on 
straightline Hammermill Safety.) 








MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA FOUNDED 1898 


In writing to advertisers please mention The Burroughs Clearing House 
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of sweeping statements that home-owning 
and living costs have all gone up. Interest 
rates on first mortgage loans on homes are 
down from 16% per cent to 25 per cent 
since 1939. In addition, service fees and 
charges for loans—customary up to 1939 
and 1940—are unheard of today.” 
Specific figures. The advertisement 
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then cites facts and figures showing the 
actual increase in general living costs, in 
home prices, and in individual incomes, 
and further contrasts this upward trend 
with specific comparisons of Second Federal 
mortgage loan rates as of today and the 
6 per cent of 1939. The concluding para- 
graph reads: 
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WO) Barometer Reading . 
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New England business, like its weather, 4 
is changeable and requires experience’in o 
reading the signs. For over 110 years this bank & 
of “Outstanding Strength” has been in close £3 
touch with conditions in this section. This ex- & 
perience enables it to provide prompt action for & 
correspondent banks, no matter how difficult or > 
co 


The Rational 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 


SurPLus $20,000,000 
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In What City Was the First 
« Inoculation against Smallpox? 


The first inoculation against small- 
= pox in the United States was admin- 

















istered by Dr. Henry Stevenson in Baltimore 


in 1769 ... Today, Baltimore is one of the 
Nation’s busiest centers of trade and com- 
merce ... the Equitable Trust Company, one 


of Baltimore’s busiest banks. Because it keeps 
in constant touch with conditions in this vital 
industrial area, the Equitable Trust can give 
prompt, intelligent, thorough service to out- 
of-town banks. Your inquiry is invited. 


Equitable Trust Co. 


BALTIMORE 


Member Federal Deposit 
Insurance Corporation 





























“Have all living costs increased? No. 
An important» part of shelter cost has de- 
creased! Home owners, who finance at 
Second Federal and at banks and other 
progressive home-financing institutions of 
Greaten Cleveland, get lower costs on bor- 
rowed money than in 1939 and 1940, in 
fact, than at any time in the history of 
this nation.” 

To augment the ad’s influence, sample 
copies together with an accompanying 
letter were sent to key people in the com- 
munity, and Vice-president Harry B. 
Winsor states that many favorable com- 
ments were received. 


° ° 


Stiffening Competition for 
Policy Loans 


Increased competition for banks in ob- 
taining insurance policy loans is presaged 
by the action of the Mutual Life Insurance 
Co. of New York in reducing its interest 
rates on such loans, effective September 1. 
The move would be especially significant 
should other major life insurance companies 
follow suit. 

Mutual Life’s new rates are on a sliding 
scale basis, with a maximum of 5 per cent 
on the first $750 of a loan, 4 per cent on 
the next $750, and 3 per cent on any excess 
of $1,500. This compares with a flat 6 per 
cent rate called for under most of the 
company’s policies. The new rates will be 
extended to present loans. 

The rate cut was made to recapture per- 
sonal loan business that has drifted away 
from the insurance company because the 
previous rates were no longer competitive. 
Mutual Life plans to circularize its one 
million policyholders on the advantages of 
a policy loan as compared with other types 


of loans. ‘ ‘ ‘. 


Bank Promotes Relief 
Food Shipments 


The Valley National Bank in Arizona is 
using newspaper display space to explain 
“‘How to send food to Hungry Europe.” 
It features the American Express gift par- 




















National Bank! 
Expertly packed and fully Insured, American Express Gift Parcels will 
be forwarded by American Express, in your name, to anyone you desig- 
Foland, 


Norway, Palestine, Poland, Sweden, Switerriand and Yugoslavia. You 
have a choice of several Gift Parcels ranging in price from $6.05 te $7.80. 
A typical parcel, priced at $7.06, includes a generous supply of coffee; 
tea, powdered milk, dried fruit, cocoa, chocolate, rice, loaf meat, soap, 


Come in today and select the types of parcels you 
wish to buy, and fill out your Gift Parcel Orders! 








Helping to thwart starvation 








A wet me cee ee ee OS 
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cels which may be purchased through the 
bank, with the assurance that they will be 
expertly packed and insured, and for- 
warded by American Express in the pur- 
chaser’s name to anyone designated in 
certain European countries. 

In addition, Valley National also handles 
food remittance blanks for C.A.R.E. food 
packages, as do many other banks through- 
out the country. 

. » * 


Financing a Large-Scale 
Housing Project 
The experience of The Citizens National 


Bank of Evansville, Indiana, in conjunc- 
tion with the financing of a local housing 

















President Bernhardt, Cashier Halwes, 
before duplex financed by the bank 


project is of interest in view of the em- 
phasis being placed on such developments 
in the emergency housing program. 

Originally, the bank financed the project 
under FHA Title VI in 1943, when a 40- 
acre farm just outside of Evansville was 
transformed by Bataan Corporation, build- 
ers, into a highly desirable rental subdivi- 
sion for key employees in war industries. 
The bank granted split mortgages on each 
half of the 53 brick duplexes in the amount 
of $5,100, or a total of $10,200 on each 
building. On the 47 frame duplexes it 
loaned $4,900 on each half, while on 15 
frame doubles it loaned $6,000. Loans of 
$4,000 were made on 10 frame single family 
units. Construction money was advanced 
on each unit and carried by the bank until 
the house was completed, with the loan 
fully insured by the FHA. Resulting FHA 
loaus were purchased by various insurance 
companies, under an arrangement by which 
the bank continued to service the accounts. 

Sold to individuals. In March, 1946, 
the Bataan Corporation decided to offer 
this property for sale to the public, after 
giving tenants a ten-day free option to buy. 
The offering prices were established in 1942 
when the subdivision was constructed, 
namely: $12,400 for a brick veneer duplex, 
compared with a current FHA valuation 
of $13,500; frame duplexes at $11,500, 
FHA valuation $12,500; frame doubles at 
$7,850, FHA valuation $8,500. 

The gross sale totaled over $1,250,000, 
and was purchased in the following man- 
ner: By returning veterans through G. I. 
loans, 71; through FHA Title II loans, 22; 
by regular conventional type mortgages, 
12; and by means of cash sales, 10. The 
Citizens National Bank of Evansville 
processed a total of 82 of these loans, or 
about 70 per cent of the entire project. 
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Glad this first day. back at the old 


I'll stamp the letters ... wonder where 
grind is over! Miss Whoozis gone?... 


she keeps the stamps? Or does she?... 







Stamp box snafu! .. Have to take these 
letters with me! Wait...all is forgiven! 


Something NEW was added 


to the office while you were away, Major!... 
The Postage Meter makes adhesive stamps unnecessary, 
prints postage as needed for any kind of mail... seals 
the envelopes at the same time... handles the day’s 
mail in a matter of minutes... Prints a dated postmark 
too, which helps hurry your metered mail through 

the post office... A great convenience, always has the 
value of stamp you need ... stops stamp leaks and losses, 
does its own counting... Even a small office can afford 
a Postage Meter—tens of thousands in use everywhere 
..-Call the nearest Pitney-Bowes office, 
or write today for free illustrated booklet. 


-BOWES Postage Meter 


Prtney-Bowss, INnc., 0003 Pacific St., Stamford, Conn. 
Originators of Metered Mail. Largest makers of postage meters 
Offices in principal cities. in canaDa : Canadian Postage Meters, Lid. 
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FOREIGN REMITTANCES 


We specialize in forwarding 
of funds abroad for our 
banking friends with or 
without Foreign Depart- 
ments. Our remittance serv- 
ices include commercial, eI 
benevolent and living ex- 
pense payments abroad by =| 
cable, mail or airmail. 

Experience developed 
over the years, and close 
friendly relationships with 
worldwide correspondent 
banks are available to assist 
domestic banks to 
establish orextend, 
their own remit- 
tance service. We 
; welcome your in- 
: /  quiries. 
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BANK AND TRUST | 
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} oe . 
| Main Office: 37 Broad Street 
Member Federal Reserve System 


14 New York Clearing House Association 
Federal Deposit Insurance Corporation 
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Versatile exhibit publicizes the bank’s far-flung operations 


“Incidentally, the Citizens National was 
the first bank in its community to make 
FHA Title II loans, having made the 
second insured loan of this type in the 
State of Indiana,” states President F. J. 
Bernhardt. “It has completed and closed 
over 100 G. I. mortgage loans.” 

The bank is now planning to open a 
suite of rooms in its building for the sole 
purpose of making and closing all types of 
mortgage, modernization and repair loans. 


4 Sd ° 


Effective Bank Display 


In a recent multiple display staged in 
connection with the Pacific Northwest 
Parade of Progress Exposition, the Na- 
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HE Royal Bank of Canada operates over 590 
branches across Canada, each branch a valu- 
able point of contact and centre of information in 
the area it serves. Our Business Development De- 
partment is a mine of information on Canadian 
trade and commerce. Our Credit Information 
Bureau is organized on a world-wide basis. You 
can save time and trouble by using these facilities 
to investigate trade and business opportunities in 
the Dominion for your customers. 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency — 
Norman G. Hart — Agents — Edward C. Holahan 


Branches throughout Canada and Newfoundland, 
in the West Indies, Central and South America. 
Offices in London and Paris 


68 William Street 





tional Bank of Commerce of Seattle was 
able to publicize its local, state, national 
and world-wide operations. 

Beyond the nine-day showing, the bank 
plans to have a showing of the exhibit in 
its various branch offices where space is 
available, making the promotional invest- 
ment pay further dividends. : 

The broad extent of the bank’s operations 
is indicated by a colorful three-panel mural 
in the exhibit. The center panel is a map 
of the State of Washington with flashing 
lights showing branch locations, and illus- 
trations depicting types of agricultural and 
business interests served. F 

The right panel indicates national finan- 
cial coverage and services afforded through 
a correspondent bank network. There is 
a map of the United States, with lines to 
25 “direct points,” and a footnote of 
explanation. 

The left panel points up the bank’s 
separate Alaska department and its inter- 
est in helping finance foreign trade. 

On display in the foreground of the 
exhibit is a scale model of “The Com- 
munity Bank of Tomorrow,” replica of a 
new and friendlier type of suburban 
branch now under construction in Seattle. 

a * J 


Film on G. I. Loans 


“The ABC’s of G. I. Loans,” a ten- 
minute educational movie short depicting 
the making of such loans and clarifying 
some of the misconceptions concerning 
them, has been produced for banks by the 
Mode Art Pictures, Inc., of Pittsburgh, 
Pennsylvania. 

The idea for such a film is said to have 
come from Charles A. McClintock, presi- 
dent, The Colonial Trust Company, Pitts- 
burgh. 

Four examples. ‘The ABC’s of G. I. 
Loans” concerns four veterans who want 
such loans. Two of them desire funds to 
purchase homes, the other two want busi- 
ness loans. The audience watches the 
loans developing, listens to the borrowers’ 
enthusiastic stories, sees the appraisal 
process, hears the qualifications and the 
bank’s final decisions. The movie ends on 
a happy note with two of the loans ap- 
proved and the other two would-be bor- 
rowers content in their jobs, saving money 
for that future home, accumulating neces- 
sary experience and capital for that business 
venture. 

The black and white sound film is being 
released by Syndicated Films of Pittsburgh. 
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Individual copies in 35 mm size suitable 
for showings in local theaters are available 
for $115, while the 16 mm film for showing 
to veterans’ groups, service clubs, bank 
personnel, etc., sells for $105. For a small 
extra charge the movie can be prefaced by 
a trailer stating that the film is being 
sponsored by the purchasing bank. 


° ° a 


Check Plan Permits 
Overdrafts 


Although the idea is not entirely new, 
considerable attention has been directed 
to the “Charge-a-Check” plan now being 
offered by the United Bank and Trust Co. 
of St. Louis, under which provision is made 
for small, automatic loans in the form of 
overdrafts in connection with no-minimum- 
balance checking accounts. 

Gist of the plan is that a depositor having 
such an account can, under a prearranged 
agreement, overdraw his balance up to $25 
for emergency needs, subject to a $1 charge 
for each overdraft. 

As a prerequisite, the customer signs a 
loan option agreement, in which he agrees 
not to use the account for repetitious bor- 
rowing but only for emergency cash needs. 
He also agrees not to assign his wages or 
salary, and to deposit the full amount of 
his next pay check following any overdraft. 


e e . 


Credit Life Insurance 


Expansion of its operations in the credit 
life insurance field has resulted in The 
Morris Plan Insur- 
ance Society changing 
its name to Bankers 
Security Life Insur- 
ance Society, it is an- 
nounced by Frank J. 
Scott, president. 

The Society was 
organized in 1917 as 
the first life insurance 
company to specialize 

FRANK J. SCOTT in insurance covering 

the lives of borrowers, 
and it originally provided this insurance to 
the Morris Plan banks only. In 1935, 
however, coverage was extended to a 
limited number of commercial banks. The 
new company will expand its facilities and 
offer its services to a greater number of 
banks and other lending institutions. 


« ¢ ° 














Dictation While Driving 


Peoples First National Bank & Trust 
Company, Pittsburgh, has installed a time 
saving device, permitting dictation while 
driving, in the automobiles of the bank’s 
officers who do considerable traveling. 

As the operator of the car is driving along 
the highway he can now dictate into a 
recording device various notes pertinent to 
his last call, while they are fresh in his 
mind. Or, he can dictate any ideas which 
may come to mind. Instruction can be 
dictated and forgotten, and the records 
mailed to the office for transcription the 
next day. 

The first installation of this kind has 
been made in the car driven by C. W. 
Thompson, assistant vice-president. 
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Chicago welcomes the 


American Bankers Association 


Ww 


This bank joins with the other institutions of the city 
in welcoming you to Chicago again, and in expressing 
the wish that you may find value and enjoyment in 


your Visit. 


CONTINENTAL ILLINOIS 
NATIONAL BANK AND TRUST COMPANY 


OF CHICAGO 


LaSa.ie, JACKSON AND CLARK STREETS 


Member Federal Deposit Insurance Corporation 
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Talking things over with the Morgan brothers, two highly successful local farmers 


Mr. Bailey has become a national figure through his accomplishments as a country banker 


AS HE APPROACHES THE A. B. A.. PRESIDENCY 





C. W. BaILey 


He proposes as a goal for members of the Association during the 


coming year: 


HE years ahead will be “‘years of 
adventure”: for banking, Charles 
William Bailey recently told as- 
sembled students at the Graduate 
School of Banking. ‘““They must be 
years of accomplishment,” he said. 
Mr. Bailey’s opinion of the things 
that should be accomplished by bank- 
ing is of special interest as he ap- 
proaches the Presidency of the Ameri- 
can Bankers Association. The objec- 
tives that he sees for banking make an 
important part of this article. Of 
equal interest are Mr. Bailey’s own 
accomplishments, both as a country 


By 
HENRY J. BOONE 


Editor, The Burroughs Clearing House 


banker and as a national figure. 
To start at the beginning we should 
first record the fact that Mr. Bailey 
was born in Clarksville, Tennessee. 
He was educated in the public schools 
of Clarksville and began work for a 
local business house at the age of six- 
teen. Passing the First National Bank 


“Better and more efficient banking at every level” 


of Clarksville on his way to work and 
frequently going to the bank for his 
employer, he soon came to the decision 
that that was where he wanted to 
work. Four years later, in 1904, he 
began his career at the bank as assist- 
ant cashier. He has continued to live 
in Clarksville and he has continued 
with the First National. In 1908, he 
was elected cashier and in 1920 he 
became president. 

At the time he entered the bank, it 
had deposits of $300,000 and was doing 
a. general banking business. It had 
been organized and opened in 1865, 
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following the Civil War, as a national 
bank with original charter 1603, to 
provide much-needed service for the 
reconstruction period. Among other 
things, the bank was authorized to 
make loans against gold which at that 
time was held in small quantities by 
the public. The bank has always been 
closely identified with tobacco. Many 
of its loans have been extended for 
tobacco production and marketing. 
By 1920, when Mr. Bailey became 
president, deposits were $1,200,000. 

In the meantime, in 1914, Mr. Bailey 
and Miss Ethel Wilder, of Louisville, 
Kentucky, were married and soon 
moved to the present Bailey home, a 
large house of Southern architecture, 
which is noted for its gracious living. 


Mr. and Mrs. Bailey have three 
children, a daughter, Mrs. Mollie 
Bailey Ford, and two sons, twins, 


Robert and Richard. During the war 
both were engaged in overseas service, 
Robert in the Army and Richard in 
the Navy. Both have now returned 
to the bank, Robert as a teller and 
Richard in the savings department, 
on a training program that will fit 
them for later participation in man- 
agement. : 

As soon as he began to take an 
active part in directing the affairs of 
the bank, Mr. Bailey interested him- 
self in bank association work. He 
served as president of the Tennessee 
Bankers Association in 1929-30, was 
chairman for several years of the 
agricultural committee of the Ten- 
nessee Association, and was in that 
position when Tennessee bankers first 
achieved the 1,000 point rating of the 
Agricultural Commission of the Ameri- 
can Bankers Association. 

It was Mr. Bailey’s interest in agri- 
culture that first brought him into 


In the bank 
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Some personal views of Mr. Bailey. 


" 





The well-known First National Bank of Clarksville 


national prominence. This had its 
beginning in 1936 through the an- 
nouncement of the “Four Pillars of 
Income”’ program of diversified farm- 
ing for his bank and the Clarksville 
farming area. Back of the “Four 
Pillars” development was the fact 
that for many years the area had been 
a one-crop region, with farmers con- 
centrating on dark-fired tobacco. Too 
often they lost on this hazardous bet 
because of adverse weather, the inci- 
dence of disease or bad markets. 
Greater diversity was clearly indicated 
and the bank had already begun its 
practice of mailing periodical bulletins 
on diversification to its list of -farm 
customers and friends. 

One day while making calls in the 











country Mr. Bailey stopped at the 
home of a successful, old farmer. He 
greeted Mr. Bailey with the statement 
that he had been reading the bank’s 
bulletins and, now that Mr. Bailey 
was there, he was going to tell him 
what he thought about the subject. 
He thereupon proceeded to outline his 
own program of different sources of 
income for different seasons of the year. 
Mr. Bailey quickly recognized it as a 
complete plan for the Clarksville area, 
named it the “Four Pillars of Income” 
plan, and lost no time in publishing a 
bulletin describing it and listing its 
merits. 

The four pillars provided for four 
cash incomes a year for farmers instead 
of the single cash income previously 


A natural and energetic leader, he can be expected to be a forceful spokes 


On the air 
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available from tobacco. The four 
pillars are tobacco, sheep, wheat and 
cattle. Now farmers sell tobacco in 
late winter, lambs and wool in the 
spring, wheat and other small grains 
in the summer, cattle in the fall and 
hogs throughout the year as they are 
ready for market. 

Loans were extended by the bank to 
finance the program, using a credit 
file started in the early Twenties and 
that today covers over 7,500 names. 
Present Vice-president Lewis Pace was 
put in charge of agricultural loan oper- 
ations. Mr. Pace, Assistant Vice- 
president William D. Meacham, who 
has since left the bank, and other 
officers spent much time in the field. 
The support of numerous farm and 


At his home, with Mrs. Bailey 


From a $2,800,000 institution in 1942, the bank has grown to $9,300,000 in deposits 


civic organizations—the Chamber of 
Commerce, the rural schools, county 
agents, farm youth organizations — 
were enlisted and many meetings for 
farmers were held, using slide-film 
pictures and movies developed by the 
bank. 

Meanwhile Mr. Bailey arranged for 
bringing registered and high grade 
Hereford cattle into the territory, as 
well as carloads of sheep and lambs. 
With other community leaders, he 
established the Clarksville Stockyards 
where auctions are held every Wednes- 
day, giving the city two “Saturdays” 
a week instead of one. Mr. Bailey 
also gave many talks on diversified 
farming. At first these were to farm- 
ers in the county, but the idea spread 


rcefulf spokesman for banking during his tenure as A. B. A. president 


In the saddle 


















and he was called to other localities 
and to other states. The banking 
press featured his program, then it 
was described in the business and farm 
journals and in such national maga- 
zines as Reader’s Digest and Fortune. 

When war came, it was only natural 
for him to be made chairman of the 
Food-for-Freedom Committee of the 
American Bankers Association. Fol- 
lowing this he became chairman of the 
Agricultural Commission. He _ has 
been a member of the faculty of the 
Graduate School of Banking for dis- 
cussions on country banking and an 
evening seminar lecturer at the resi- 
dent sessions. He is presently and has 
served for a number of years as a 
member of the A. B. A. executive 
council. 

At home he has been active in civic 
affairs, a co-chairman for Montgomery 
County of the various War Bond 
Drives, a member of the executive 
committee of the Cogioba Council of 
the Boy Scouts of America. He is 
president of the Southern Trust Com- 
pany of Clarksville, which does a trust 
business exclusively. He has been 
president of the Tennessee Tax Payers 
Association since its organization in 
1932, and has served for a number of 
years as chairman of the agricultural 
committee of the Chamber of Com- 
merce of Montgomery County. 

The business of the First National 
Bank has continued to expand. From 
the figure of $1,200,000 at the time 
Mr. Bailey became president, deposits 
have grown to $9,300,000. This com- 
pared with $2,800,000 January 1, 
1942, at the outset of the war. The 
bank today employs a total of twenty- 
six people. 

When Mr. Bailey is in town, he 
See C. W. BAILEY—Page 49 
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HETHER their view takes in 

marbled magnificence or run- 

down fixtures and outmoded 
high grille work, bankers everywhere 
are looking with critical eyes at their 
surroundings. Ranging from the mod- 
est expansion of a single department 
to the erection of a 30-story skyscraper, 
it seems that virtually every bank in 
the country is contemplating some 
kind of a building or modernization 
program. 

In fact, when shortages and restric- 
tions are eased, evidence points to a 
bank construction boom exceeding 
that of the 1920’s. Even now, Bank 
Building & Equipment Corporation of 
America, St. Louis, reports that it has 
over $15 million in contracts under way 
or in design stage from more than 200 
banks, or nearly eight times its peak 
volume in the 1920’s. 

There are quantitative and quali- 
tative explanations for the incipient 
boom. In the former category is the 
fact that there has heen comparatively 
little building since 1929, particularly 
among the larger banks. Further- 
more, there are only about 55 per cent 
as many banks as there were in the 
1920’s, to handle a larger volume of 
business. 

From the qualitative standpoint, 
even where facilities may be adequate 
banks are being modernized to achieve 
a warmer, more friendly atmosphere. 
Stately dignity is tending to be re- 
placed by the decor of retail establish- 
ments, on the theory that mausoleum 
impressiveness does not add up to 


BEFORE REMODELING 
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Developments 
Bank QuarTERS 


By 
HARRY V. ODLE 


Associate Editor, The Burroughs Clearing House 


Nearly every bank seems to be planning some kind of 
a building or modernization program, so this survey 
of some of the specific examples of current trends 
in bank design and equipment should offer valuable 
suggestions to a great many financial institutions 


being good business. Most new and 
face-lifted banks represent an attempt 
to “build in” better customer rela- 
tions, to express or reflect in outward 
appearance the broadened concept of 
merchandising banking services in a 
friendly manner to a larger share of the 
population. There is more color and 
increased use of draperies, murals, wood 
paneling, rugs and other elements of 
design making for softness, warmth, 
and a more “homey” atmosphere. 


Current emphasis on public relations 
and customer convenience is also evi- 
denced by the trend toward providing 
drive-in windows, parking lots or 
garages, community rooms, piped-in 
music, even news tickers in the lobby. 

The extent of bank management’s 
changed thinking along architectural 
lines is indicated by the action of the 
American Trust Company, San Fran- 
cisco, which has a number of architects 
working on plans for branch offices. It 


“‘Saw-tooth” counters and better lobby layout improve customer service 


AFTER REMODELING .. . Niagara National Bank of Buffalo, New York 









































Advanced example of the trend toward 
“building in’ better public relations 


commissioned the preparation of a full- 
color sketch of the facade of a conven- 
tional bank, complete with Grecian 
figures over the doorway, to show the 
designers exactly what the bank did 
not want in the way of new quarters. 
For the time being, of course, much 
of the construction activity is bottled 
up in the planning stage. Enough 
examples of bank building and modern- 
ization are available, however, -to indi- 
cate current trends and to offer sugges- 
tions for those institutions contem- 
plating changes. Some of the most 
noteworthy instances are cited here. 


PERHAPS nowhere in the country is 

there a more advanced example of the 
trend toward employing architecture 
as a means of enhancing public rela- 
tions than is presented by the Bankers 
Trust Company office recently opened 
in Rockefeller Center, New York. 

To provide a friendly, open-door 
effect, the main entrance of this bank 
branch is built almost entirely of 
tempered glass. The interior has some- 
what the appearance of a modern re- 
tail store or inviting hotel lobby. The 
hospitable note is accentuated through 
the complete absence of cages, screens 
or grille work in the tellers’ area. This 
was made possible through equipping 
each teller’s space with a roll-top 
desk, invisible from the public side. 
By simply closing the desk the teller 
can lock his currency or other valu- 
ables, making the protection of rails or 
other obstructions unnecessary. Inci- 
dentally the glass deal plate at each 
teller’s position is molded to provide a 
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Equipment feature: Wire-photo device 
for verifying check signatures 









Tellers’ roll-top desks eliminate need 
for protective counter rails 


Bankers Trust Company’s new office, Rockefeller Center, New York 


depression so coin can be gathered up 
by the customer without the usual 
fumbling. Each attendant’s name and 
function is indicated under the deal 
plate by lucite strips with lettering in 
terra cotta, removable for convenient 
changing. 

The friendly and informal atmos- 
phere is further achieved by modern 
use of color and furnishings. The 
decorative scheme utilizes oak fixtures 
bleached to a light color, with furni- 
ture to match; plastered walls painted 
in pastel shades of green, green carpet- 
ing throughout the public area; match- 
ing drapes at the windows; and interior 


trim of light metal. A point of interest 
is a large mural map of the United 
States, illustrated with products com- 
monly associated with various sections 
of the country. 

Entire emphasis is not on appear- 
ance, however, for consideration has 
also been given to operating conven- 
ience and efficiency at the Bankers 
Trust office. Most newsworthy among 
the service features is a wire-photo 
facsimile transmitter which facilitates 
the cashing of checks. Said to be en- 
tirely new in bank operation, this 
Finch Telefax machine sends an exact 
picture of any check or other document 
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Corrugated glass wall partitions, Old National Bank in Evansville, Indiana, 


— 
ene . 


Bank Building & Equipment Corporation of America 





exemplify increased use of glass in bank construction 


over a telephone wire to the bank’s 
central signature file at 16 Wall Street, 
six miles away, where the picture is 
reproduced on a similar machine. The 
signatures and other data are verified 
and the central file machine duplicates 
the original picture with a small o.k. 
sticker on the facsimile as the teller’s 
authority to pay the’check. The entire 
operation is said to average 57 seconds. 

To facilitate the movement of cash 
and securities between the working 
areas and the vault, a small, electrically 
operated lift or conveyor has been in- 
stalled. This device is unique in that 
its movement is entirely controlled 
from within the protected area of the 
vault, by a senior clerk and vault 
officer. Shaft doors can only be opened 
at the floors to which the lift is routed. 
At the close of the day, tellers by 
means of the remote control security 
lift send cash from the banking floor 
direct to the vault, two stories below, 
without leaving the protected working 
area. This avoids the necessity of tak- 
ing cash by bus through the public 
space on the banking floor. 

While of unusual interest, the 
Bankers Trust office is not typical of 
current bank construction activity, 
which generally is far less elaborate and 
extensive. It is estimated that 85 to 
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90 per cent of the work today consists 
of remodeling, since rearranging space 
or modernizing fixtures requires far less 
in the way of scarce materials. Most 
of the really big jobs are still in the 
offing. 


Two remodeling projects of recent 

vintage, undertaken for banks of 
smaller size, are described by Joseph 
C. Wilkinson, who is both a bank 
president and a bank fixture engineer. 
Head of the Upper Darby National 
Bank, Upper Darby, Pennsylvania, 
one of the largest suburban banks in 
the Philadelphia area, he is also presi- 
dent of the Wilkinson Equipment Com- 
pany, Philadelphia, which has long 
specialized in planning and installing 
interior equipment for financial insti- 
tutions. From his descriptions, plus 
the “‘before”’ and “‘after” views shown 
on this page and the adjoining page, 
other bankers are likely to obtain help- 
ful ideas and suggestions. 























One example cited by Mr. Wilkinson 
is that of the First National Bank of 
Shippensburg, Pennsylvania, a $4 mil- 
lion institution. Prior to moderniza- 
tion, the bank’s floor plan provided 
two small open offices at the front of 
the banking,room. Neither office was 
used by customers or by bank per- 
sonnel. Nearly all depositors crowded 
to the first two front windows. A 
space-wasting and unused passage led 
from the front of the banking fixture 
to the vault. The rear of the banking 
room was divided into several offices 
for bank officials. 

As rearranged, all tellers operate in 
line along the side of the building. 
Public space is ample, with convenient 
access to each teller. Officers, seated 
in the open office at the rear, have full 
view of the entire banking room, and a 
private office is available when needed. 

Entrance to the safe deposit vault is 
more convenient both for customers 
and for bank personnel. The new low 
screen speeds the flow of routine tell- 
ers’ work, and a rear work counter 
against the wall is a great convenience 
for the tellers. The compact work 
space, with better light and ventilation, 
is a substantial aid to efficient oper- 
ation. Bookkeeping machines have 
been placed in a separate, sound- 
treated room. 

Located in the Frankford district of 
Philadelphia, the $23 million Second 
National Bank in Philadelphia offers 
another striking example of the type of 
relatively inexpensive modernization 
and “‘face-lifting’ possible with many 
institutions today (see next page). 

When this bank was built, in 1920, 
the center island fixture was quite 
popular. It had certain advantages 
for the smaller working staff of that 
day, as employees were grouped to- 
gether so they could do either desk or 
window work as required. 


Public space enlarged, more efficient teller facilities provided 


AFTER REMODELING .. . First National Bank of Shippensburg, Pennsylvania 
Wilkinson Equipment Company 
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New interior of the Manufacturers Bank and Trust Company, St. Louis 


In this remodeling project, two separate rooms were combined to form a single spacious unit 


Change to a center lobby design has 
converted the bank interior into one 
large, spacious room. Customers can 
go directly to any department, or to 
any teller who is not busy. Officers 
seated on the left side have the entire 
banking room under full observation. 

The vault door and attractive mar- 
ble ornamentation on the vault are 
both visible. The fine architectural 
features of the room are emphasized. 
rather than being hidden by the bank 
fixture. 

The modern fixture is a combination 
of the old marble with new top shelf 
and bronze railings, steel tellers’ count- 
ers, low tellers’ partitions, and fluores- 
cent counter lights. 


Another example of what. can be 
accomplished through remodeling is 
offered by the First National Bank of 
Lake Charles, Louisiana, a $10 million 
institution. According to J. C. Mac- 
pherson, executive vice-president, an 
increase of 50 per cent was made pos- 
sible in both the lobby and work areas 
through the elimination of unneces- 
sary passageways and the rearrange- 
ment of fixtures, which in addition has 
permitted more teller windows than 
heretofore. Also, by changing the old 
corner entrance to a center entrance 
the bank has obtained space for a 
private office adjoining the open offi- 
cers’ platform. 

An extreme example of an economi- 


Removal of center island fixture opens up the banking room 


AFTER REMODELING ... Second National Bank in Philadelphia 


Wilkinson Equipment Company 


” WEEEE ERE 
BL i tiles 


Ne. 


cal project is that of the Dairyman’s 
State Bank, Randolph, Wisconsin. 
The unusual procedure in this connec- 
tion is described by Cashier C. G. 
Blochwitz as follows: ‘The counters 
and partitions are used fixtures en- 
tirely reworked and set up by one of 
our own assistant cashiers after the 
day’s banking activities were over. He 
took down the fixtures of a closed bank, 
and then day by day removed the ones 
from our going institution and set them 
up and attached them in the new bank 
to the marble-faced brick. By much 
detailed physical work of the staff we 
were able to obtain the use of the build- 
ing much quicker than we could had we 
waited for professional mechanics.” 

Whereas the labor solution cited 
here may not be widely applicable, it is 
frequently feasible for banks to utilize 
existing fixtures after they have been 
modernized, and under today’s condi- 
tions such a possibility may well be 
worth considering. 


See BANK QUARTERS—Page 52 
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S every business man knows, first 
A impressions are important and 

first transactions are vital in 
cementing business contacts. Many 
years ago I bought a country place and 
had hardly moved in when I had a 
flat tire. I asked a neighbor who, in 
the village, could fix it. I was directed 
to a certain mechanic. I telephoned 
him; he came promptly, took the tire, 
returned it as promptly and cherged 
fifty cents. Out of that simple trans- 
action has grown all my automobile 
business in that community for twenty 
years. Had my first contact been with 
another garage unquestionably it would 
have had my business; but this fellow 
got the first contact, handled it prop- 
erly, and has been most satisfactory 
in all our dealings ever since. 

If you go into an eating place and 
the first meal is right, the chances are 
you will go back as often as you are in 
that neighborhood; if it is wrong you 
may never, and probably will never go 
back. You go into a business place 
for the first time; the service and the 
merchandise are all you could expect 
them to be. You will, in all likelihood, 
be a lifelong customer; but if the selling 
psychology is wrong and the goods are 
not satisfactory, the chances are your 
first contact will be the last. You go 
into a bank for some simple matter, or 
it may be, to open an account, or even 
to cash a check. You meet the right 
man and he handles you in a way that 
leaves a pleasant impression. You 
are thereby bound to that bank, it 
may be, for life. 


SOME time ago a friend of mine left 

our town to live permanently in 
Connecticut. He bought an old New 
England farmhouse. He decided to 
carry his account with us until he 
could get settled in his new domicile. 
Needing some cash he went into a 
bank near-by and asked to have a 
«heck cashed. He identified himself 
as a new property owner in the neigh- 
borhood, offered to pay the cost of a 
wire to our bank, and after much 
hesitation the bank ungraciously cashed 
his check. The next time he had to 
have money he went into the other 
bank and had a different reception. 
He opened his account with bank 


THE BURROUGHS CLEARING HOUSE—September, 1946 


MaKING FRIENDS U74 
a BANK AMBASSADOR 


‘ 


By 
WILLIAM H. KNIFFIN 


President, Bank of Rockville Centre Trust Company 
Rockville Centre, New York 


First contacts, first 


impressions, are of utmost 


importance ... says the author of this interesting 


article. 


Located in a very competitive community, 


the bank utilizes a woman Ambassador of Good Will 
to make personal contacts, with excellent results 


Number Two and bank Number One 
missed a good bet. 

Instances innumerable could be cited 
showing the profitable results from 
these first contacts properly handled, 
and we bankers all too often forget the 
basic psychology of first impressions. 
In this respect your bank is what you 
make it and you can get a lot of busi- 
ness if these first impressions are right, 
and you can lose a lot if the first con- 
tacts are unsatisfactory. People are 
not very much impressed by marble 
pillars and bronze gratings, massive 
vault doors and flat top desks. They 
are impressed with the personal factor 
as they meet it amidst such surround- 
ings. In many cases they overlook the 
marble while they look at the man; it 
is the man they are going to deal with 
and not the marble column. 

Some years ago they had a dollar 
sale in a certain village that was a big 
success. The Chamber of Commerce 
checked on the various merchants as 
to the results. One of them threw up 
his hands and exclaimed: ‘““The day 
was no good. My store was filled with 
strangers all day.”” As an example of 
simon pure bad psychology I know of 
nothing much worse. What, pray you, 
would this fellow expect? Only his old 
trade? That would come to him any- 
way; but a store full of strangers 
rightly handled was a store ‘full of 
prospects when they were not having 
“dollar day.” 

For a time so long that the mind of 
the banker runneth not to the con- 
trary, banks, and especially the larger 


ones, have employed new business 
men whose job it has been to contact 
prospects for accounts or loans, or 
both, as well as to follow up old cus- 
tomers and pay a “pastoral call’’ once 
in awhile. This is a definite part of 
the work of the new business depart- 
ment and an integral part of bank 
operations. But to contact homes 
almost exclusively and systematically 


Besides attending gatherings and making calls, 
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Mrs. Johnson presents her card to a newcomer 
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Later she introduces the new resident to President Kniffin at the bank 


The Good Will Ambassador never openly solicits business, but her activities have lead to new accounts 


has not to my knowledge become a 
common banking practice. From a 
survey made recently we discovered 
that during the week, of all who came 
into the lobby, there were two women 
to one man; though on Saturday 
mornings it was the reverse. Conse- 
quently it is the women, at least in our 
town, who do most of the banking. 
For a long time I had philosophied 


naking Bealls, Mrs. Johnson writes many friendly notes 
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on these things and had visualized a 
bank that had an “Ambassador of 
Good Will,” in the form of a woman 
whose primary objective would be 
contacts, particularly with homes and 
with groups of all kinds in our banking 
area. 


HIS dream of mine has come true. 

When she sat down and talked busi- 
ness, I immediately sensed the fact 
that here was what we had been look- 
ing for. I had known this woman for 
years; knew that she was interested in 
Girl Scouts, churches, D. A. R., social 
functions, business, and politics. But 
in my contacts I had not properly 
appraised her accomplishments or her 
qualifications. I knew she could make 
a good speech. She was a good mixer. 
She could talk. She owned a car and 
could drive it well. She has always 
dressed well. In due course our 
ambassador of good will was inducted 
into our banking family. 

This Long Island village is a good 
town. It has some 5,500 families, a 
population of from 20 to 25,000, 5,000 
commuters, high grade people with 
high earning power, and in every way 
an ideal residential community. A 
hundred trains stop at our station 
every 24 hours. It has three banks, 
two savings and loan associations. 
Our banking resources are over $60 
million. Ordinarily a new family 
comes into town every day. They 
come from all over the country but 
chiefly from Brooklyn and Queens, 
which are part of greater New York. 


Here, of course, is a fruitful field for 
new business, and the problem is how 
to introduce the bank to the new- 
comer in a way that will not be too 
obviously business, and yet with the 
objective of tying the new family into 
our bank. Competition in this respect 
is keen. 

The work that was assigned con- 
sisted of (1) calling on all new families 
as soon as practical after their coming 
to Rockville Centre. (2) Call on new 
mothers as soon as practical. (3) Read 
the daily and weekly papers for even 
the slightest clues that would warrant 
letters of all kinds. These were to be 
personally written on distinctive sta- 
tionery—never typed. (4) Attend 
every gathering of people within our 
reasonable area, whatever the nature 
of the meeting might be, banking, 
civic, social or religious. She was told 
very definitely never openly to solicit 
business but to hold out the bank and 
its services as a friendly, sincere ges- 
ture, that the bank stood ready to do 
anything within its power to make the 
coming of residents to a new com- 
munity pleasant and satisfying. Her 
business promotional work was to be 
subtle and not flagrantly open. 

The record of newcomers and new 
mothers is obtained through the Wel- 
come Wagon Service to which this 
bank has subscribed for more than ten 
years. This is a nationwide service 
operated chiefly through women field 
workers. The Welcome Wagon women 
obtain the names of newcomers from 
the gas and electric companies as fast 








as they are registered.. The woman 
who covers a territory represents a 
sizable number of firms, but only one 
of a kind, such as the baker, druggist, 
florist, milk company, newspaper, furni- 
ture house, bank, etc. She calls upon 
the newcomer and in respect to the 
bank, presents a card of greeting. She 
obtains the following information: 
where the family came from, the hus- 
band’s business, whether they own or 
rent the home, number of children and 
their ages, the car they drive, and if 
possible their religious affiliation. This 
list goes to all subscribers she repre- 
sents. (Three hundred and fifty names 
were turned in to us in the past twelve 
months.) The baker delivers a loaf 
of bread; the milk man a quart of 
milk; the florist a bouquet of flowers; 
the newspaper a week’s subscription. 
When her list is turned over to us it is 
carded and transferred to “call on” 
cards and the ambassador makes a 
personal call. A letter goes out im- 
mediately upon receipt of the Welcome 
Wagon advice, followed by the per- 
sonal call. She has a friendly chat 
with the wife, offers any services that 
the bank may render, and reports the 
result on the “call on” card. If the 
newcomer has a safe deposit box else- 
where she offers to date our rental 
contract at the expiration of the exist- 
ing contract. The plan has been in 
operation over a year and the ambassa- 
dor has made 550 calls, written over 
400 letters, and a check up of the new 
accounts with the names turned in 
shows that one out of four calls have 
resulted in new accounts. The finan- 
cial results can be appraised quite ac- 
curately, but theindirect and psycholog- 
ical results are not so easily set down. 


Motivating the plan: A survey which showed that on week-days women did most of the banking 





As a service to the various churches, 
if the religious preference of the new- 
comer is obtained, a card is mailed to 
the pastor of the respective denomina- 
tion advising him that the family has 
moved into town, and he in turn does 
what is appropriate. This has met 
with most favorable reaction. 


ERE are a few incidents selected 

from the experiences of our ambassa- 
dor in making these home calls. Mr. and 
Mrs. “A” moved into our town and 
left their account where it was. This 
was a baby call. Mrs. “A” said she 
found it inconvenient to go back and 
forth to their old bank, and during the 
conversation remembered that she 
had some checks given the baby, as is 
the common custom. She asked if we 
handled such accounts and was assured 
we did, and opened the baby’s account 
in our interest department. The family 
account followed the baby’s. 

The call on Mrs. “B”’ was likewise 
a baby call. Mrs. “B” found that 
with the cares of the new baby she 
needed help and could not find any 
domestic help available. (The demand 
for domestics in Rockville Centre is 
keen and wages are high.) Mrs. “B”’ 
said she had a guest room that she 
could spare if our ambassador could 
find someone who would rent it and 
help in the care of the baby. She was 
given the name of the Dean of Women 
in two colleges, and the name of the 
Commissioner of Girl Scouts in our 
village; with the result that Mrs. ““B”’ 
made a very satisfactory arrangement 
with a young woman in one of the 
colleges who needed financial help in 
her educational expenses. 
Roosters have a bad habit of crowing 
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without reference to the time of the 
day or the locale of their crowing, or 
the public nuisance they become. 
They advertise their wares noticeably, 
and this applies to Rockville Centre as 
well as to Old McDonald’s Farm. 
Mrs. “‘C”’ answered the doorbell. She 
appeared quite exhausted. Our am- 
bassador found that they had moved 
in four days previously. Her husband 
is head surgeon in a near-by naval 
hospital and it is important that he 
get his rest. Their neighbor had a 
rooster who began crowing at about 
three o’clock in the morning and kept 
it up. Like all good villages Rockville 
Centre has ordinances against public 
nuisances, and the ordinance was 
quickly enforced. That rooster stopped 
his three o’clock rehearsal. 

Mrs. ““D” had three small children 
and had been here only two days when 
her husband was called West on a 
business trip. She had used all her 
cash and was a total stranger. Our 
ambassador discovered this situation, 
gave her her card, and told her the 
bank would cash reasonable checks for 
her until she could get her financial 
affairs adjusted. 

Mrs. “‘E”’ was an expectant mother. 
Like many others, she and-her hus- 
band had bought their house in a 
hurry, hoping to get settled before the 
glad event. When the ambassador 
offered her services, Mrs. “E” burst 
into tears and said that when the bed- 
room furniture arrived it could not be 
gotten up the stairway, and they 
needed a room for the nurse. Mrs. 
‘““E” was panicky. The bank sent a 
man the next day who dismantled the 
furniture, placed it where it belonged, 
See BANK AMBASSADOR—Page 54 
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There is a National City 
Paying Teller Everywhere | in the World — 





Backed by The \Nfational City 


Bank of New York, 


NCB Travelers Checks are known and accepted EVERYWHERE 


N.C.B. Travelers Checks, universally recognized, are accepted 
the world over and are as readily convertible into cash in foreign 
places as at your own teller’s window at home. 

If lost, destroyed or stolen. (uncountersigned), The National 


City Bank of New York will promptly refund the amount of the 
lost or destroyed checks. 


A real service for banks to offer their clients. 


The selling bank retains entire commission—i. e. % of 1%. 


We shall welcome inquiries concerning this service. 


THE NATIONAL CITY BANK 
OF NEW YORK 


Head Office: 55 Wall Street, New York 











ACTIVE 


ARGENTINA 
Buenos Aires 
Flores 
Plaza Once 
Rosario 
BRAZIL 
Rio de Janeiro 
Pernambuco 
Santos 
Sao Paulo 
CANAL ZONE 
Balboa 
Cristobal 
CHILE 
Santiago 
Val i 


CHINA 
Shanghai 
Tientsin 
Hong Kong 

COLOMBIA 
Bogota 
Barranquilla 

edellin 


OVERSEAS BRANCHES 


CUBA PHILIPPINE 
Havana ISLANDS 
Cuatro Caminos Manila 
Galiano 
La Lonja PUERTO RICO 
Caibarien San Juan 
Cardenas Arecibo 
Manzanillo Bayamon 
Matanzas Caguas 
Santiago an na 
ENGLAND Te 
London 


117, Old BroadSt. REPUBLIC OF 


11, Waterloo Pl. PANAMA 
Bombay Ss 
Calcutta SETTLEMENTS 

JAPAN Singapore 
Tokyo (Limited) URUGUAY 
MEXICO 
Mexico City Montevideo 
PERU VENEZUELA 
Lima Caracas 





Member Federa! Deposit Inrurance Corporation 
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Banks, too, can tap a Mass Market! 


Mass production and mass marketing find their logical 
sequence in the extension by banks of direct automobile loans 
through the Bank and Agent Auto Plan. 

This Plan is a proved success. It has been adopted by 
banks from coast to coast ... in cities of every size. In all 
cases, the banks work hand in hand with local insurance 


agents. Stop for a moment and count the number of agents 





who write automobile insurance in your community. Then, 


estimate the number of contacts these agents will make with 


If your bank is not now operating on 
the Bank and Agent Auto Plan, ask : : : : 
sao macty ale eaentgs ogre automobile buyers and the selling job they are set to do. 


about this proved way to incr bank : . 
profits. . ne These men want to work with banks — with your bank. 


They are trained salesmen. They can bring you business. 


FETNA CASUALTY AND SURETY COMPANY 


Affiliated with fEtna Life Insurance Company 
Automobile Insurance Company — Standard Fire Insurance Company 


HARTFORD . CONNECTICUT 
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WASHINGTON VIEWPOINT 
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By N. 


Treasury Secretary Snyder 


Secretary of the Treasury John W. 
Snyder may have the honor of balanc- 
ing the budget during his tenure in 
office. When he assumed office he 
pledged that he would do everything 
in his power to match expenditures 
and receipts. If he succeeds he will 
be the first Secretary of the Treasury 


to accomplish that feat in the past - 


17 fiscal years. 

Although in office less than three 
months, Mr. Snyder has demonstrated 
his executive and banking experience 
by his quiet, forthright manner. He is 
not given to making bombastic state- 
ments. Rather he is shy in his 
manner. He has impressed his press 
conference by his thorough knoWledge 
of fiscal affairs. He is in sharp contrast 
to other secretaries who had depended 
on advice of fiscal experts to answer 
even simple questions. 

Mr. Snyder, however, is cognizant 
of the serious problems he faces. Of 
prime importance is the management 
of the record multi-billion dollar debt. 
Happily, former Secretary of the 
Treasury Fred M. Vinson left office 
after piling up a sizable working bal- 
ance. Furthermore, Mr. Vinson quietly 
followed the policy of maintaining 
interest rates at a level which would 
not be burdensome to the Treasury. 
The debt service is now placed at 
$5,000,000,000 annually. 

Secretary Snyder is pursuing the 
Vinson policy of low interest rates, but 
he cannot be accused of being un- 
realistic as to the time element at 
which these rates will be maintained. 
Privately, Mr. Snyder believes that a 
rise in rates is inevitable, but he hopes 
that existing rates will be maintained 
for another two years to accomplish 
the major refinancing of the huge debt. 

He is already confronted by a firmer 
tendency in interest rates as was exem- 
plified recently by announcements of 
increases by leading New York City 
banks of one-eighth to one-half of 1 
per cent in interest rates charged on 
collateral loans to brokers and dealers, 
and by increases of 4% to \% per cent 
in the buying rates of the Federal 
Reserve banks for bankers accept- 
ances. 

These increases were significant in 
the fact that they reflect the large- 
scale problem which the Treasury faces 
in refunding or refinancing the huge 
debt. Mr. Snyder has pledged himself 
to continue the low interest policy. 








P. GREGORY, Washington Correspondent 


Secretary Snyder is also continuing 
the policy of debt retirement enunci- 
ated by Mr. Vinson. From March 1 
to July 1 a total of $12,000,000,000 in 
debt has been retired through the 
auspices of the $25,000,000,000 success- 
ful Victory Loan Drive. At the Presi- 
dent’s budget seminar, Mr. Snyder was 
asked whether this policy will be con- 
tinued and he replied in the affirmative. 

Significantly, the withdrawal of the 
plethora of funds from the banks to 
retire this debt has also had its affect. 
It has tended to tighten the money 
market, a prerequisite to higher inter- 
est rates in the future. No doubt, 
Mr. Snyder will pursue the policy of 
refunding maturing obligations in the 
¥% certificates of indebtedness. How 
long he can continue this policy re- 
mains to be seen. 

Marriner S. Eccles, chairman of the 
Federal Reserve Board, has privately 
said that he believes that the Treasury 
will be able to use the %s for another 
two years. Members of the open 
market committee, however, contend 
that interest rates will rise and 1 per 
cent certificates will have to replace 
the %s. 

The Treasury’s fiscal policy will 


have to be revised in the future in 


order to meet the gargantuan invest- 
ment demand of the life insurance 


Oy ii \ 
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VAILABLE TO 
ALL BANKS FREE 


Banks have the best deal for Consumer 
Financing...the local agent the best for 
Insurance. Fireman’s Fund offers the 
Hometown Credit-Savings Plan to help 
both get the business. It consists of a 
series of advertisements in mat form for 
Bank use. Also folders and radio script. 


Ask one of our 
11,000 Hometown Agents 
or write our nearest office 


Freemans Fuyp Group 


REMAN'S FUR 
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CONDENSED STATEMENT 


FIRST NATIONAL BANK 


IN ST. LOUIS 
At the Close of Business, June 29, 1946 


RESOURCES 
Cash and Due from Banks $110,725,726.46 
U. S. Government Securities 333,098.07 
Loans and Discounts 117,105,088.54 
Other Bonds and Stocks ,800,611.43 
Stock in Federal Reserve Bank 531,000.00 
Banking House, Improvements, Furniture and Fixtures 344,753.30 
Other Real Estate Owned 953,002.00 
Customers’ Liability a/c Letters of Credit, Acceptances, etc. 2,454,385.89 , 
Accrued Interest Receivable 1,193,316.24 
Overdrafts 36,927.98 
Other Resources 3,928.10 
$484,481,838.01 
Capital Stock LIABILITIES $ 10,200,000.00 
Surplus 7,500,000.00 
Undivided Profits 7,639,997.11 
Reserve for Contingencies 500,000,00 


Dividend Declared, Payable August 31, 1946 and November 30, 1946 480, 


000.00 

Reserve for Taxes, Interest, etc. 1,969,987.44 

Unearned Discount 143,744.53 

Liability a/c Letters of Credit, Acceptances, etc. 2,454,385.89 

Other Liabilities 170,062.46 
Demand De its $341,683,695.20 
Time Deposits 57,542,933.79 
U. S. Government Deposits 54,197,031.59 

Total Deposits 453,423,660.58 

$484,481,838.01 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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WHAT MAKES 


During the past year it has been 
astonishing to see the number of 
executive officers in large banks who 
appear to be in close touch with our 
Personalized Check ees, It is not 
surprising that interest should develop 
among operating men, advertising 
men and sales conscious officers in 
banks because these men are directly 
responsible for programs of this sort. 
However, to encounter top men in 
some of the Nation’s largest banks who 
attached real significance to the printed 
name on a bank check in relation to 
overall bank management was reveal- 
ing to say the least. 


One chairman, when asked why, said, 
“I could hardly ignore anything that 
does so much for our operating people, 
pleases so many customers and saves 
so much money for this bank.” It was 
as simple as that and yet we, who 
have been convinced af these things 
for years, were startled to be told that 
they were recognized by a man who 





A THING BIG? 


presumably concerns himself only 
with subjects of national importance. 


What makes a thing big? What 
makes it important? If a little thing 
like a package of two hundred checks, 
for which the individual pays $1.25, 
can bring a smile or a word of appre- 
ciation, is it important? What if those 
smiles can be multiplied by several 
thousand, are they important? Indeed 
they are. And when bankers from 
coast to Coast say to us ‘our customers 
like them,” isn’t that another way of 
saying “the bank is making friends?’’ 
There is something about his printed 
name that everyone likes. Whether it 
appears in a metropolitan daily or in 
a high school monthly, or whether it 
is printed on an office door or printed 
on a bank check...he likes it. Personal- 
ized Checks are little things but people 
like them...lots of wren If you are 
not already selling bee. in your bank, 
write us for details of the program. 
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CHECK PRINTERS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 
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The Center 


Charlotte is located in the 
center of the industrial oppor- 
tunity and expansion in the 
South. We have served this 
section for the past forty-five 
years and the knowledge and 
experience we have accumu- 
lated is at your command. 
This bank offers you out- 
standing service in clearing 
your items in the Carolinas. 


‘NORTH CAROLINA 


MEMBER FEDERAL RESERVE SYSTEM 
FEDERAL DEPOSIT INSURANCE CORPORATION 


JNIT BANK IN THE CAROLINAS 


‘Trust Company 
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companies and the savings banks. 
Such a policy is also tied up with the 
need to shift the debt from the com- 
mercial banks to other investment 
channels. Again it should be em- 
phasized that this is in line with the 
Truman Administration’s post-war 
anti-inflation policy. 


e * . 


Government Farm Credit 
System Revised 


A solution to the long-debated issue 
of changes to be made in the adminis- 
tration of government lending to farm- 
ers was reached just prior to adjourn- 
ment of the 79th Congress, when the 
Farmers’ Home Administration Act 
was passed. 

This important legislation, signed by 
President Truman, centralizes agri- 
cultural credit activities by the govern- 
ment under a single agency, the Farm- 
ers’ Home Administration, to be set 
up in the Department of Agriculture. 

Thus, under the overhauling of the 
farm-lgan system, the lending func- 
tions of the Farm Security Adminis- 
tration and the emergency crop and 
feed-loan program of the Farm Credit 
Administration are abolished as such. 
In their place, the new agency is to 
offer a revised system of short and 
long-term credit. 

The short-term loans, to be called 
production and subsistence loans, are 
to be made by the government agency 
only when private loans are not avail- 
able. In such borrowings the farmer 
must agree that, should private funds 
at reasonable interest become available 
later, he will utilize them and pay off 
his government loan. The interest 
rate for these production and subsist- 
ence loans is fixed at 5 per cent, the 
same as for the former FSA rehabilita- 
tion loans but 1 per cent higher than 
the crop and feed loans. The maxi- 
mum term is five years, although it is 
expected that most will be for one or 
two years. The amount of any single 
loan is limited to $3,500. 

Long-term loans up to 40 years are 
to be offered to low-income farm fami- 
lies, usually tenants, to purchase farms. 
Again, however, farmers may borrow 
from the new Federal agency only if 
private credit is not available at rea- 
sonable cost. Furthermore, to attract 
private lending of this kind,.a system 
of mortgage insurance has been estab- 
lished as a new feature of the tenant 
purchase program. 

The insurance is provided only for 
borrowers who would qualify for 
government loans, and is limited to 
90 per cent of the value of the farm 
covered by the mortgage. The interest 
rate on these long-term loans has been 
raised from 3 to 3% per cent. Under 
the insurance program, the lender 
obtains 2% per cent, pays 1 per cent 
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Serving You in Southern California 


is the 


SECURITY-FIRST NATIONAL BANK 


of Los Angeles 


with resources of over 1% billion dollars 
and 120 offices and branches from 
Fresno to the Mexican border. 


MANAGING COMMITTEE 
J. F. SARTORI 
Chairman Board of Directors 
GeEORGE M. WALLACE JAMES E. SHELTON 
President Chairman Executive Committee 
L. W. CRAIG CHESTER A. RUDE 
Vice President Vice President 
C. T. WIENKE 
Vice President 


MEMBER FEDERAL RESERVE SYSTEM ® MEMBER FEDERAL DEPOSIT INSURANCE CORP. 


Head Office: 
Sixth and Spring Streets « Los Angeles 54, California 
Founded in 1875 
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INVENTORIES COLLATERALIZED 
FOR WORKING CAPITAL LOANS 














The 
active unit of 
present-day 
Loan Machinery 
employed by 
|} FINANCIAL 
INSTITUTIONS 


FIELD WAREHOUSING pre- 
sents a way—to increase your 
loan portfolios of many bor- 
rowers on a profitable and 
and well-secured basis. 


Our efficient and economical 
FIELD WAREHOUSING SERV- 
ICE, —the setting up of a Legal 
Warehousing operation right 
on the premises of the busi- 
ness location, satisfies both 
the Borrower and his Financial 
Institution. 


Your Protection 
Value of the merchandise. 


Our Ability and Skill support- 
2) by our Warehousemen’s 

Legal Liability aud Employee's 
| Fidelity Bond, underwritten 
by the Hartford Accident and 
Indemnity Co. 


Our Record Stands—Not one 
dollar of loss to Lending 
Agent, Bonding Company or 
Ourselves. 










WRITE TO 
NEAREST OFFICE 
For Illustrated Litera- 


ture and complete 
information. 














FIELD WAREHOUSING DIVISION 


TOUS TERMINAL FRAME C0. 


GENERAL OFFICES- ST. LOUIS MO. 


CINCINNATIeee KANSAS CITY 
CHICAGOeDALLAS* MEMPHIS 
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to the government for insurance and 
administrative charges. In case of 
default, the government pays the bor- 
rower’s installment. If he defaults for 
a year the government pays off the 
debt and takes over the mortgage. 

Veterans are to have preference 
over other applicants for loans of this 
type, which are considered to have 
advantages over the G. I. farm loan. 

The net result of the new legislation 
should be to make it more difficult for 
farmers to borrow from the govern- 
ment, and easier to borrow from banks 
and other private sources. However, 
it is noted that the government is 
ready to step in if credit is not available 
through private channels. 


4 ° ° 


World Bank and Fund 


The so-called “iron curtain” pre- 
vailing in Russia is also extant as far 
as news pertaining to the world mone- 
tary stabilization fund and the bank 
for reconstruction and development is 
concerned. 

Very little news of any official nature 
has pierced the “curtain” since the 
two institutions came into being at the 
Savannah Monetary Conference. True, 
considerable publicity has attended 
the election of governors, the selection 
of a managing director of the bank 
and executive director of the fund, but 
very little information has seeped out 
with regard to operations of the twin 
institutions. 

The speculative atmosphere sur- 
rounding both institutions, however, 
may be cleared up at the meeting of 
directors on September 27. Secretary 
of the Treasury John W. Snyder, as 
chairman of the board of governors of 
the bank and fund, called the meeting 
and it is believed that he had the 
advice of the State Department as to 
the date. 

Significantly, it is also believed that 
the date has been set in the belief that 
the Paris peace conference would have 
been successfully concluded. Italy 
made application to join the institu- 
tions at the Savannah Conference. 
Her application was opposed by Greece 
and Yugoslavia. Delegates of the two 
latter countries pointed out that Italy, 
a de facto enemy, could not be con- 
sidered an applicant until after the 
peace conference. Greek and Yugo- 
slav delegates also contended that the 
financial capacity of Italy could not be 
measured until the questions of repara- 
tions and territorial disposal are set- 
tled. The United States, however, 
supported Italy’s application to mem- 
bership in the two institutions. 

Argentina, Iran and a number of 
other countries are also anxious to 
join the bank and the fund. Their 
applications will be taken up at the 
September meeting. The question of 
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admitting former enemy countries 
such as Hungary, Rumania, Finland, 
Albania and Japan may be also taken 
up at that time. 


¢ ° ° 


Increasing Bank Loans 


Commercial bankers expect member 
bank loans to reach a new all-time 
high this fall in view of the fact that 
industrial inventories will have to be 
built up in anticipation of increasing 
consumer demands. 

Loans have been rising steadily since 
1943. At the end of that year loans 
by all member banks aggregated $14,- 
050,000,000, consisting of $3,274,000,- 
000 of real estate loans and $10,776,- 
000,000 in business loans. 

In 1944 the total loans by all mem- 
ber banks had risen to $14,320,000,000 
and again climbed at the end of 1945 
to a high of $16,264,000,000. A steady 
increase has been recorded during 
1946. For example last April loans by 
all member banks aggregated $15,423,- 
000,000; in May they were $16,684,- 
000,000. 

It is estimated that total loans for 
all operating banks in the United 
States aggregated $29,063,000,000 as 
of June 30, 1946, as compared with 
$25,650,000,000 as of June 30, 1945. 


S o 


Regulation W 


The Federal Reserve Board tight- 
ened its control over consumer credit 
by increasing the scope of its regula- 
tion to cover all credits up to $2,000 
and by reducing allowable maturities. 

The Reserve Board’s action was 
taken in the face of stiff opposition 
from credit groups which have been 
seeking a relaxation in Regulation W. 

The tightened controls reflect grow- 
ing apprehension on the part of govern- 
ment economists over symptoms of 
expanding inflation such as rising prices 
and a tremendous rise in outstanding 
consumer credit. 

Last October the board of governors 
of the Federal Reserve System some- 
what relaxed the consumer credit con- 
trols it had instituted in 1941 as a 
wartime anti-inflation measure. 

The changes made by the Reserve 
Board, effective September 3, follows: 

1. It extended its control to cover 
consumer credits of over $1,500 to 
$2,000. Credits of over $1,500 are not 
now covered. With prices steadily 
rising, a great many automobiles, even 
in the lower price field, will be selling 
in excess of $1,500. 

2. It reduced from eighteen to 
fifteen months the time in which in- 
stallment loans may be repaid on sales 
not connected with the purchase of 
consumers’ durable or semi-durable 
goods. 
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W ith the rapid ré-opening of 
f I : 


travel lanes—-both at home and 
abroad many banks are receiv- 
ing an increasing number of re- 
quests from their clients for travel 
information and services. 

To those banks. without a 
Travel Department, The Phila- 
delphia National Bank offers a 
convenient and complete service 

based on thirty years experi- 
ence in the travel field. 

Our facilities are available to 
your clients throuth you, no 
matter whether their require- 
ments are large or small. This 
service, which we are glad to 
otter banks in any part of the 
country without obligation, in- 
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RAIL AIR STEAMER 


TOURS AND CRUISES 
TRAVELERS CHECKS 
LETTERS OF CREDIT 
FOREIGN CURRENCIES 


THE 
PHILADELPHIA 
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~The PERSONALITY SPOTLIGHT 











ROBERT STRICKLAND 


Death ends his remarkable career 


Banking lost one of its most able 
and brilliant leaders in the untimely 
death of Robert Strickland, 51, 
president of the Trust Company of 
Georgia, Atlanta, since 1937. 

John A. Sibley, prominent local 
attorney who was recently elected 
chairman of the board when Thomas 
K. Glenn became honorary chairman, 
will serve as both chairman and presi- 
dent. He was long a member of the 
law firm which represented the Trust 
Company of Georgia. 

The story of Mr. Strickland’s career 
is that of asmall town storekeeper’s son 
who grew up to be not only a nationally 
known banker but also one of Georgia’s 
foremost crusaders for industrial and 
agricultural development. 

In his rise to success, Mr. Strickland 
overcame many obstacles. Entering 
Emory University at the age of 15, he 
was forced to leave at the end of his 
second year to seek employment. 
Joining a law firm he studied at night 
and at the age of 19 passed the bar 
examination. He then attended a law 
school at night and received his law 
degree a year later. 

Following World War I overseas 
service, Mr. Strickland joined the 
Fourth National Bank of Atlanta, 
rising from the position of clerk to 
vice-president in two and a half years. 
Shortly after becoming associated with 
the Trust Company of Georgia in 
1930, he was made executive vice- 
president, and became president in 
1937. Among his many banking 
honors he has been president of the 
Reserve City Bankers Association and 
of the Georgia Bankers Association. 


e 


Another Georgia banker with an 


outstanding career, Mills B. Lane, 
Jr., was recently advanced to the 
presidency of the Citizens & Southern 
National Bank. Although heading the 
nation’s 60th largest bank at the age 
of 34 constitutes an unusual record, 
the fact is that Mr. Lane brings to that 
position 22 years of banking experi- 
ence. His thorough apprenticeship 
began at the age of 12, and during 
school years his summers were devoted 
to bank clerical work. 

Following graduation from Yale in 


’ 1934, Mr. Lane became an assistant 


cashier at the Valdosta office, later 
became assistant to President William 
Murphey at Savannah, and in 1939 
moved to Atlanta to become first vice- 
president. In 1941 he was elected 
president of the Georgia Bankers 
Association, and this fall he will be 
advanced to the first vice-presidency 
of the National Association of Bank 
Auditors and Comptrollers. 

H. Lane Young, former president 
of Citizens & Southern, is now vice- 
chairman of the board and will con- 
tinue active in the bank’s manage- 
ment. The changes will afford both 
Mr. Young and Chairman William 
Murphey more time to work on proj- 
ects linked with industrial expansion 
in the Southeast. 

+. 


Continental Bank & Trust Company 
of New York, has acquired a new 
president with a knowledge of both 
private and public finance, and a broad 
circle of friends in the banking busi- 
ness. He is John K. McKee, who 
retired last February as Governor of 
the Federal Reserve System when his 
term expired. 


Frederick E. Hasler, 


formerly 


chairman of the board and president 
of Continental Bank, will continue as 
chairman. 

Mr. McKee began his banking career 
in 1907 with the Peoples National 
Bank of Pittsburgh, which was later 
merged with the First National Bank. 
He served overseas in World War I, 
and later devoted himself to private 
affairs. 

In 1931 Mr. McKee became associ- 
ated with the office of the Comptroller 
of the Currency as receiver for banks, 





JOHN K. McKEE 


From public to private finance 


and the following year joined the newly 
organized Reconstruction Finance Cor- 
poration. 

President Roosevelt appointed him 
in 1936 as a Republican member of the 
Federal Reserve Board, for a 10-year 
term. Direction of the bank exami- 


Mr. Lane assumes residency of Citizens & Southern Bank 


MILLS B. LANE, Jr. 


H. LANE YOUNG, now vice-chairman of board 
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nation division was his major responsi- 
bility. 

In his new capacity, Mr. McKee 
heads a fast-growing institution. Con- 
tinental Bank in 1940 was ranked as 
the 106th largest commercial bank in 
the country, with deposits of $78,000,- 
000; currently at midyear it was the 
87th bank in size with deposits of 
$194,260, 150. 


° 


One of the best known bankers on 
the West Coast, P. R. Williams, 
vice-president, Bank of America, has 
retired under the bank’s pension plan. 
He was long associated with the banks 
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P. R. WILLIAMS E. I. VAUGHAN 


and bankers department at Los Ange- 
les headquarters, has held numerous 
important A. B. A. posts, is a past 
A. I. B. president, and a former presi- 

















BANCO GELATS 


HABANA, CUBA 





Statement of Condition, June 29, 1946 


ASSETS 


Cash on hand and due from local 
as BY hs 0s olin voce a+ 64 eke ON 


Bonds issued by the Government 
of the Republic of Cuba........ 


Bonds issued by the United States 
a inca e Gh seg acme aie't 


tO eee 2,489,562.78 
Loans, Discounts and Pledge Loans.............. 
Bank Building and Real Estate Owned........... 


Customers’ Liabilities under Letters of Credit and 
Acceptances 


Other Assets 


$ 6,005,489.98 


1,873,222.73 





* 
LIABILITIES 
Current Account Deposits........ $36,189,962.66 
Savings Account Deposits........ 14,209,588.91 
Foreign Bank Deposits........... 2,767,112.05 


Other Deposits.................. 


Commercial Letters of Credit and 
EE TE ON ee 


I 00 ot oc, Bn. oN ee ee 
ERS ane rage $ 1,350,000.00 
EOE Seer Pet ae 1,217,259.00 


3,000,895 .76 





$34,509,402.89 


10,368,275.49 
13,794,362.75 
367,697.60 


2,466,121.90 
687,995.96 








$62,193,856.59 


$56,167,559.38 


2,466,121.90 
992,916.31 


2,567,259.00 





SECURITIES IN SAFEKEEPING 


$62,193,856.59 











. . » $49,650,289.98 
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dent of the California Bankers Associ- 
ation. 

Mr. Williams is succeeded in the Los 
Angeles office by Vice-president Earl 
I. Vaughan, transferred from the 
San Francisco head office. He joined 
Bank of America in 1929, became a 
vice-president in 1936, and was staff 
education director for the bank from 
1941 to 1945, when he was assigned to 
the banks and bankers department at 
San Francisco under Vice-president 
Harry R. Smith. 

& 


A new vice-president at the First 
National Bank in St. Louis is James 
S. Bush, who assumed his duties 
September 1. He has been a member 
of G. H. Walker & Co., investment 
bankers, since 1934. 


+ 


A banker very much in the sport 
page limelight is Frank E. McKin- 
ney, chairman of the board and 
president of the Fidelity Trust Com- 
pany, Indianapolis, who negotiated 
the purchase of the Pittsburgh Pirates 
baseball franchise, on behalf of himself 
and business associates. 


o 


‘ Charles Nelson, president of the 
Nashville Trust Company, Nashville, 
Tennessee, died re- 
cently at the age of 
50 as the result of 
a cerebral hemor- 
. rhage. Besides his 
banking interests 
he was an official of 
a dozen business 
firms, a leader in 
civic, church and 
education groups, 
and the ranking 
Mason in Tennessee. He was a grand- 
son of the founder of the Nashville 
Trust Company, and son of its second 
president. 


CHARLES NELSON 


o 


Long an investment counsellor, W. 
Hubert Kennedy has been elected a 
vice-president in the trust department 
of the First National Bank of Minne- 
apolis. 

o 


Four assistant vice-presidents at the 
State-Planters Bank and Trust Com- 
pany, Richmond, have been named 
vice-presidents. They are John C. 
Davis, Edward F. Gee, Stuart W. 
Phillips and James W. Rawles. 


o 


Jesse J. Gard, vice-president, The 
United States National Bank, Port- 
land, Oregon, has resigned to enter 
another business field. He had a 
broad acquaintance among bankers, 
and had recently been elected vice- 
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Over the huump! Now 
watch conmumer-credit roll 


Reconversion in automobile and other leading con- 
sumer goods industries is well over the hump, and 
rapidly gathering momentum. 

You can bank on American industry to make up 
for lost time in satisfying the long, pent-up de- 
mand for millions of new cars, homes, home 
appliances and furnishings. That means consumer 
credit will get rolling in a big way, too. 

A recent survey shows that 871,000 of State 
Farm Mutual’s 1,300,000 preferred risk policy- 
holders want to buy cars right away. They’re in 





New opportunities for your bank! Send for FREE booklets 


Here are two booklets every banker should have! ‘‘New Profit Opportunities 
for Banks,’’ explains in detail how The State Farm Bank Plan works for you. 
“The State Farm Group Loan Life Plan—Good Will Insurance for Banks,” 
tells how you can insure consumer loans at low cost. Both of these booklets 
are free for the asking. Simply indicate on this coupon whether you'd like 


one or both booklets. Then clip it and mail to State Farm Mutual, Bloom- 


ington, Illinois. There is no obligation. 


need of other essentials, too. In fact, they’re in the 
market for more than $5,260,000,000 in consumer 
goods. Most of these purchases will be financed. 

Traffic on this big, consumer credit “buy-way” 
is being ably directed by State Farm’s 7,000 agents. 
They've been advising policyholders, for many 
months, to go to local cooperating banks for credit. 


It’s not too late for your bank to get a share of 
this tremendous new business. In fact, the time 
was never better! Investigate the State Farm Bank 
Plan today. 


INSURANCE 
COMPANIES 


BLOOMINGTON, ILLINOIS 


Pacific Coast Office: # : Canadian Office: ff 
Berkeley, Calif. 3 Me. Toronto, Canada If 


r————~ CLIP NOW! .... MAIL TODAY!- —~——4 


State Farm Insurance Companies 
Bloomington, Illinois 

Gentlemen: 

Please send us, without obligation, the FREE booklet 
or booklets we have checked below: 

O “New Profit Opportunities for Banks" 


O “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks" 


s] 
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z 
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Big things happen in Philadelphia 


Don’t be taken in by the quip that 
Philadelphia is a sleepy community. 
Philadelphia’s hundreds of thousands 
of workers do sleep, and sleep soundly, 
but that’s because they work so hard 
producing so great a share of Ameri- 
ca’s goods. 


As a matter of fact, Philadelphia is 
big by any standard. For instance: 
Philadelphia produces more full-fash- 
ioned hosiery than any other city in 
the country. 


And the many industries that have 
earned for the Philadelphia area the 
name “Workshop of the World” need 
banking service of comparable size 
and variety. 


They have that kind of bank in The 
Pennsylvania Company. This institu- 
tion stands high in the ranks of Amer- 
ica’s great banks, and is one of the 
oldest and largest trust companies in 
the nation. It is known for the versa- 
tility with which it solves even the most 
unusual financial problems. And its 
policy is the progressive one of lend- 
ing money to help clients make money. 


Whenever you have business in Phila- 
delphia, remember that The Pennsyl- 
vania Company, operating here since 
1812, knows this area thoroughly. When 
you are in town, drop in for a visit. 
We are always glad to put our expe- 
rience and facilities to work for you. 


THE 
PENNSYLVANIA 
COMPANY irevnces i212 


FOR INSURANCES ON 
LIVES AND GRANTING 
ANNUITIES * Founded 1812 


PHILADELPHIA 


Member Federal Reserve System .. . 
Federal Deposit Insurance Corporation 
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president of the Oregon Bankers 
Association. 
o 


W. W. McEachern, prominent 
Florida banker, has joined The Bank 
of Virginia as 
assistant to the 
president and will 
supervise commer- 
cial banking activi- 
ties from the head 
office in Richmond. 
Mr. McEachern 
was president of 
the First National 
Bank of Ft. Lauder- 
dale from 1944 until 


January, 1946, and before that was © 
president of the Union Trust Company - 


in St. Petersburg. He served as 
president of the Florida Bankers 
Association in 1943, and headed the 
A. B. A. State Bank Division in 1944- 
1945. 


¢ 


Four changes in officer personnel 
have been made by The First National 
Bank of Memphis. Joe H. Davis and 
Lester C. Davis, formerly assistant 
vice-presidents, have been elected vice- 
presidents. Herman L. Scott has 
been named cashier and John A, 
Moorman elected assistant cashier. 
All four officers started with the bank 
as runners. 

. 


A new vice-president of the Morris 
Plan Bank of Philadelphia is George 
T. Spettigue, who will be concerned 
with the development of commercial 
business. He served as_ assistant 
secretary and credit manager of The 
Colonial Trust Company of Pittsburgh 
from 1926 to 1939, and subsequently 
became associated with the American 
Bankers Association, during which 
time he prepared a manual on Regula- 
tion W. He was one of the organizers 
of the Bankers Association for Con- 
sumer Credit which later merged with 
the A. B. A., and is a member of the 
Robert Morris Associates. 


¢ 


Donald S. Thompson, for eight 
years chief of the FDIC’s Division of 
Research and Sta- 
tistics, has been 
appointed a vice- 
president of the 
Federal Reserve 
Bank of Cleveland. 
Since 1944 he has 
been director of a 
study of urban real 
estate finance by 
the National Bu- 
reau of Economic 
Research, New York City. Mr. 
Thompson will act as general econ- 





D. S. THOMPSON 





W. W. McEACHERN | 


omist at the Reserve Bank and his 
duties will include general responsi- 
bility for research and statistical work. 


o 


One of Seattle’s leading financiers, 
James W. Spangler, has retired as 
vice-president of the Seattle-First Na- 
tional Bank, after 40 years in banking. 


At one time he was president of the. 


Seattle National Bank, prior to the 
merger which created the present 
institution. 
. * 


A new assistant vice-president at 
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the Lincoln Rochester Trust Company 
is O. Kenneth Cooper, who will 
assume charge of the bank’s Geneva 
office. Mr. Cooper had been with the 
Central Trust Company, Rochester, 
since 1933. Prior to that he had been 
associated with the Union Trust Co. 
of Rochester. 
e 


Promotion of Edmund J. Meyer 
from auditor to vice-president of the 
Central Trust Company, Rochester, 
has been announced. He became a 
messenger in the predecessor Central 
Bank in 1920. 








The banking and correspondent connections of 


Mercantile-Commerce cover 


all large cities of the 


United States and include the principal cities abroad 


where exchange facilities exist. 


of correspondent 


relationships, 


Through our network 
accurate credit and 


banking information is readily compiled and quickly 


made available. 





Mercantile-Commerce can thus render a_ valuable 
information service to all of its correspondents . . . items 
are handled efficiently . . . inquiries promptly and author- 


itatively answered . . , seldom is an intermediary necessary. 


The range and quality of our connections has long been 
a distinguishing feature of Mercantile-Commerce service. 
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Make car buyers 
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YOUR BANK’S new customers 





with the American Bank Credit Plan 


...that brings business to your Bank through 





Dealers . . . because car buyers prefer to purchase 
cars through their favorite Dealers and want to do 
business with a local Bank. 


This rapidly expanding, national Bank - Dealer 
Plan appeals at once to the Dealer because it (1) 
supports him 100% and recognizes him as the busi- 
ness-getter in the industry, (2) protects him fully in 
his well-merited reserves, and (3) works actively to 
increase his time-sales. 


To the Dealer’s customers this Plan offers dignified 
bank credit with convenient installment payments— 
plus essential countrywide protection including “Safe 
Travel” features. 


Sponsored by 


American Installment Credit Corporation 
420 Lexington Avenue, New York 17, N. Y. 








Outstanding among the many valuable services ren- 


dered by the Plan to Member Banks are: 


Acquisition for Member Banks of time-sales business from 
Dealers in volume 


Dependable and continuous insurance connections 
Standardized factory wholesale procedure 


Up-to-date techniques, systems, and forms, including a com- 
plete operating Manual, plus assistance in installing a 
time-sales department 


Training courses for Bank personnel 
Centralized clearing house and consultation service 
Advertising and sales promotion material 

In short, the American Bank Credit Plan provides 
all the tools necessary for your Bank to get more of 
this growing time-sales automobile business, plus the 
opportunity to extend other services to Dealers and 
car buyers. 


We will be glad to send you the complete details of 
this Plan, which offers “more than money can buy”, 





The foremost Bank-Dealer Plan in the automotive field offered exclusively through Dealers 
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CANADIAN BANKING 





By JAMES MONTAGNES 


New Loans for Veterans 


New legislation for war veteran 
loans from chartered banks was placed 
before Parliament at Ottawa on July 
31, by Veterans Affairs Minister Ian 
MacKenzie. The new legislation, the 
Veterans Business and Professional 
Loans bill, enables a veteran to borrow 
up to $3,000 at 5 per cent interest for 
the purpose of acquiring a business, 


an interest in a business, or the tools, | 


implements or equipment of a trade, 
business or profession. 

The loans depart from ordinary 
practice in the Canada Bank Act in 
that the maximum interest is fixed at 
5 per cent, the taking of security on 
loans is authorized, and the period of 
repayment may be extended to 10 
years. Loans may not exceed two- 
thirds of the expenditure upon the 
purpose for which the loan is granted. 

Government guarantees for these 
loans are limited to a maximum loans 
total of $25,000,000. The guarantee 
is in the form of a blanket guarantee 
to each individual bank, at the rate of 
25 per cent of any loss incurred on the 
first $1,000,000 by the bank, and at 
the rate of 15 per cent on loans by 
the bank in excess of $1,000,000. 


7 S 


Noteworthy Booklets 


The Canadian Department of Fi- 
nance has issued a booklet dealing 
with farm improvement loans which 
are made through the Canadian banks. 
The booklet covers the various types 
of loans that can be made under the 
Farm Improvement Loans Act, which 
was designed to provide short-term 
and intermediate term credit to farm- 
ers, with the government guaranteeing 
10 per cent of any losses by the banks. 
Under the Act, farmers can borrow up 
to $3,000 to purchase agricultural 
implements or livestock, to install 
agricultural equipment or a farm 
electric system, for construction, alter- 
ations or repairs to farm buildings, for 
fencing, drainage improvements, etc. 


¢ 


The Bank of Montreal has issued a 
booklet on ‘“‘Funded Direct and Guar- 
anteed Loans of the Dominion of 
Canada and Provincial Governments.” 
The booklet deals with all government 
issues, giving specific details about 
each, and also lists tables of comparison 
of Canadian Government Debts, and 
of details of the eleven war loans 


floated since 1940 by the Canadian 
Government. A section of the book- 
let deals with taxation regulations as 
applicable to residents and non-resi- 
dents of Canada on income derived 
from investments. The booklet is 
available through any branches of the 


bank in Canada, Newfoundland, Great 
Britain and United States. 


¢ e o 


Barclays Directors Resign 
Resignation for undisclosed reasons 
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84 YEARS +« 62 BRANCHES 
In Central and South America 


Such long experience and direct branch connections are 
highly valuable to those who seek to develop business 
contacts in those countries. These branches are augmented 
by 9 offices in England, France, Portugal 
and Spain. More complete information 
about these extensive facilities may be 
obtained from the New York Agency. 


BANK OF LONDON & SOUTH AMERICA 


Limited 
HEAD OFFICE: London, England 
New York Agency: 34 Wall Street 














provides a 


HEAD OFFICE 











IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 


Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 


TORONTO, CANADA 








320-46 e 
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of the five Canadian directors of Bar- 
clays Bank (Canada) was announced 
at Montreal on August 6. The five 
who resigned were A. A. Magee, presi- 
dent of Barclays Bank (Canada) and 
Barclays Trust Company of Canada; 
Col. J. L. Ralston, Hon. L. A. Tas- 
chereau, J. C. Cushing and Henry 
Borden. 

H. A. Stephenson, former vice- 
president and general manager of 
Barclays Bank (Canada), was ap- 
pointed president of the bank and the 
trust company. J. H. G. F. Vale, for- 
mer manager of the trust company, has 
been appointed general manager of 
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the bank, and C. D. Paxton has been 
appointed manager of the trust com- 
pany. 

The Canadian branch, unlike other 
Canadian banks, has not published its 
earnings since it began operations in 
Canada in 1929. The bank engages in 
general banking business. 


* ° 


Bank Advertising 


““Let’s Do It Together”’ is the slogan 
of a new series of advertisements 
appearing in English and French pub- 
lications throughout Canada by The 





ryémeuvicaud ELECTRIC ENDORSER 


. . . iS aS necessary as your adding machine! 












ON DISPLAY AT 
ABA Convention, Chicago 


National Auditors Convention, Oklahoma City 
a 
National Business Show, New York City 
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endorsed and stacked in exact order. 


Be sure to investigate the Ameriean Model 9A Endorser 
before you buy any other model! 
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=ANY BANK, BANKER or TRUST CO. 



















PRIOR ENCORSEMENTS GUARANTEEO 
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SAVE TIME! 


a Operators can 

\ —_ work up to last minute 

on out-clearings and transit. 
With an American Endorser at 
each listing machine, checks can 
be dropped into the endorser as 
they are listed with less effort 
than turning them over. When 
the total is taken they are all 


we 


Better than ever before... the 
famous American Model 9A is now 
available with many refinements. 








SALES AND SERVICE IN ALL PRINCIPAL CITIES 


----"7he AMERICAN PERFORATOR Company 


Established 1910 
625 W. Jackson Bivd., Chicago 6, Illinois 


Please send further details on your new electric Model 9A CHecK ENDORSER. 
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Tue Co-operation between the Bank of 
Nova Seotia and many of the business firms 
vilezed to serve is like the teamwork 
caguent and conductor. 





Me Nets sat § 





i 
largely a matter of good te: amwork — and it 
helps a lot to have a bank in which you can 
have complete confidence. The manager of 
the nearest Bank of Nova Scotia branch 
would like to talk it over with you. Let's 
do it together! 





THE BANK OF NOVA SCOTIA 
ae 








Bank co-operation with business 


Bank of Nova Scotia. Illustrations 
all show two men on a job, each 
dependent on the other to complete 
the job. Examples include the catcher 
and pitcher on a baseball team, engi- 
neer and conductor on a train, and 
lumberjacks on a double bladed saw. 
The theme of the series is the need for 
a good bank in the development of 
any business. 
a. 


In connection with the centennial 
celebration of the City of K*ngston, 
Ontario, this summer, the Bank of 
Montreal used an advertisement ‘‘Re- 
member when we first met?” in which 
it told how for 128 years, long before 
Kingston became incorporated as a 
city, a branch of the Bank of Montreal 
had been in Kingston. The advertise- 
ment traced the history and growth of 
Kingston in a conversational tone. 
Art work consisted of drawing of two 
teen-age boys of a century ago. 


e * Sd 


New Trust Company 


The Ottawa Valley Trust Company 
has been organized at Ottawa, with 
G. Gordon Gale as 
president and J. S. 
Shakespeare, for- 
merly of the Mont- 
real Trust Com- 
pany, as general 
manager. The com- 
pany is the first 
new trust company 
incorporated in 
Canada since the 
end of the war, and 
will cater to the 
needs of individuals and corporations 
in the vicinity of Ottawa. Branches 
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are to be opened later in nine southern 
Ontario cities. The company is capi- 
talized at $1,000,000. 


° ° ¢ 


Appointments and Promotions 


Montreal Trust Company, with head 
office at Montreal, has named Wilbert 
Harvard Howard, Montreal, as presi- 
dent, succeeding 
the late F. G. 
Donaldson. 
Sydney G. Dob- 
son, president of 
the Royal Bank 
of Canada, has 
been named vice- 
president of the 
trust company, 
to succeed the 
late Morris W. 
Wilson. Mr. 
Howard is a 
lawyer, a director of a number of 
Canadian paper companies, and was 
wartime co-ordinator of the pulp and 
paper administration of Wartime 
Prices and Trade Board (Canada’s 
OPA). 

Reid J. Smith has been named man- 
ager of the Toronto branch of the Bank 
of Nova Scotia, 
main branch of the 
bank in Canada. 
Starting with the 
bank in St. John, 
N. B., in 1908 as a 
junior, he has seen 
service throughout 
eastern Canada, 
was appointed as- 

sistant manager at 
REID J. SMITH Halifax in 1931, 
assistant manager 
at Montreal in 1935, became acting 
manager of the foreign relations de- 
partment at Toronto in 1939, succeed- 
ing A. McD. McBain who was loaned 
to the government’s Foreign Exchange 
Control Board. In 1943 Mr. Smith was 
appointed manager at Halifax, from 
which branch he came to Toronto. 

The Bank of Montreal has appointed 
Geoffrey Goodbody, recently returned 
after four years’ service with the 
Canadian Army, as special representa- 
tive at the New York branch of the 
bank. He served in Canadian and 
Mexican branches of the Bank of 
Montreal, before the war. N. George 
Runians has been appointed superin- 
tendent of the bank’s western division, 
with headquarters at Montreal. Percy 
H. Howarth has been appointed super- 
intendent of the Ontario division, with 
headquarters at Toronto, where he 
was transferred last year following two 
years as assistant to the general man- 
ager at Montreal. A. C. L. Harshaw 
has been appointed manager of the 
securities department of the bank at 
the Montreal head office. 
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Would “a look at the books” 
show that your records are preserved 
on durable WESTON PAPERS? 



































The new changeable-key 
lock. Write for descrip- 
tive circular. 





Again, Herring-Hall-Marvin engineers are a decade ahead 








No more grime or dirt of the competitive parade—this time with STAINLESS 
| 0 soil her costly gar- STEEL SAFE DEPOSIT BOXES, featuring also the new 
ments. Stainless Steel is 
clean! H-H-M No. H-610-CC Instantly Changeable Sealed-Key 
Safety Deposit Box Lock. 


No grease, no smear to 





ruin his gloves and dis- This new combination of stainless steel boxes combined 
Set hes oe with the changeable-key lock obsoletes every previous con- 
a a Sey ception of safe-deposit vault beauty, customer convenience, 

bank protection, and fast service! Nothing like it has ever 
a ee ae been available before. Consult your nearest H-H-M agent 
worry to keep the vault —or write us direct. 


spic and span. A swish 
of the dust rag reveals 
the original luster of 
the stainless steel. 


HERRING-HALL-MARVIN SAFE CO, “ssiies.ct'° 


New York, Chicago, Boston, Washington, 
St. Louis, Atlanta, Houston, Philadelphia, 
San Francisco, Los Angeles, Detroit, Pittsburgh 
OTHER AGENCIES ALL OVER THE WORLD 













Monufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 











THE BURROUGHS CLEARING HOUSE—September, 1946 T 





THE BURROUGHS CLEARING HOUSE—September, 1946 


THE BOOKLET COUNTER 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burruughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





New Booklets 


Your Most Important Asset... 
The officer of a Nebraska bank, well- 
regarded for his knowledge of the sub- 
ject, brings out some facts designed to 
be helpful to other institutions in 
determining the most advantageous 
government bond investment policies 
under today’s conditions. 

From analyzing the bond accounts 
of many banks in his state, the booklet 
author is convinced that bankers as a 
rule have not come to a full realization 
of the permanency of government hold- 
ings in their assets, and in many in- 
stances could well give more careful 
consideration to the character of such 
holdings. 

In supporting this contention, he 
cites the bond account figures for 
seventeen representative Nebraska 
banks having deposits averaging about 
$1,500,000. He found no uniformity 
of policy and too wide a range in bond 
and cash positions, with cash reserves 
running from 17 per cent to 59 per 
cent of deposits and cash reserves plus 
one year maturities of Governments 
running from 35 per cent to 92 per 
cent of deposits. 

To assist in the formulating of a 
policy which would yield adequate in- 
come yet maintain a sound liquidity 
position, the booklet sets up a sug- 
gested percentage “‘yardstick.” This 
is compared with the average liquidity 
position of the seventeen banks ana- 
lyzed, and it is noted that if this aver- 
age bank had rearranged its liquidity 
schedule to fit the suggested yardstick, 
it could have increased to annual earn- 
ings $2,291. The author also dis- 
cusses the question of market risk, and 
touches on the matter of what specific 
bonds to buy. 

This is a booklet well worth the 
attention of the great bulk of the 
nation’s banks. 


New Type of Home Construc- 
tion . - An illustrated brochure 
describing an entirely new concept of 


home construction. Not “‘prefabri- 
cated” housing in the commonly under- 
stood sense of the word, the method 
utilized embodies the advantages of 
volume production with the individu- 
ality achieved through custom design. 

The plan involves the use of a series 
of wall, floor and roof panels, each 
complete in itself and incorporating 
all necessary insulating materials, 


heating ducts, lighting and plumbing 
equipment. These units can be assem- 
bled to form an innumerable variety of 
interior arrangements. and any specified 
exterior treatment. . 

One distinctly modern innovation is 
the so-called ‘“‘working wall,” which 
provides increased storage facilities 
while saving room space. 

An informative booklet that is 











YOURSELF A 
PIECE 
OF PROFIT 


Don’t be bashful. It’s first come first 
served in the consumer credit pie, as it 
is in any profitable commercial field. 


There are lots of rich profits being baked 
into that pie now as the nation prepares 
for its first real postwar merchandising 
boom. Naturally the banks that establish 
their consumer credit departments soon- 
est and in the most efficient and service- 
able manner are going to get the largest 


portions. 


One of the services we offer our corre- 
spondent banks is the experience we 
have obtained in 33 years of pioneering 
this field. Our know-how enables them 





to set up and operate their installment 
finance departments without delay or 
costly mistakes. 


Resources Over $60,000,000 





NINTH AND WASHINGTON - ST. LOUIS (1) MO. 
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THE PREFERRED NO-MINIMUM-BALANCE PLAN 











copy upon receiving your request. 


When you install ThriftiCheck you make 
no investment for supplies or advertising 


material and service. 





How this modern service develops profitable 
account volume is clearly described in our 
new Brochure — just published for the bank- 
ing profession. You will want this important 


information, and we will gladly send you a 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. 


Rector 2-7580 
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For 


Corporate Trust Work 


in Michigan 


When a corporation which you serve 
requires a transfer agent or registrar in 
Michigan, Manufacturers National Bank 


of Detroit is prepared and ready to handle 


every angle of such work. 


The Trust Department of Manufacturers 


National specializes in trust work for 


corporations. 


Trust Department 


MANUFACTURERS NATIONAL BANK 


Or DETROIT 


Member Federal Deposit Insurance Corporation 
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indicative of future housing trends. 


Home Modernization ...A 
comprehensive reference list citing 
articles which have appeared in periodi- 
cals, from 1942-1946, on the remodeling 
and modernization of urban dwellings. 
The list is arranged according to sub- 
ject matter, and includes references to 
material on the topic, “‘How to Finance 
) ae 

This handy guide to literature of 
interest to many lending institutions 
was compiled by a member of the 
library of the Federal Housing Ad- 
ministration. 


The Banks at Work . . . Pam- 
phlet reprint of a notable series of 
advertisements being published by a 
metropolitan bank to promote a better 
understanding of the effective activities 
of the nation’s banks in making private 
enterprise work. 

These advertisements may be used 
by other banks without credit, or the 
ideas and information they contain 
can be utilized in the preparation of 
new copy. 


Individualized Checks . . . Ex- 
amples of a new process which provides 
exclusive check tint designs inexpen- 
sively, a feature which banks may 
want to offer to their customers. 

By a “litho-tint’”? method, one plate 
and one color of ink is used to achieve 
a two-color effect, and special art 
work is frequently unnecessary. The 
check design can feature the cus- 
tomer’s trade-mark, building, product, 
or photograph. A wide color range in 
papers and inks is available. Protec- 
tion is provided in that the checks are 
printed with special rub-sensitive litho 
ink, making erasures or changes diffi- 
cult. 


Still Timely 
Common Trust Funds... An 


| excellent job of creating a quick under- 


standing of the subject, and of selling 
the advantages of co-operative trust 
investment. 


Better Record Management 
and Protection... An_ illustrated 
16-page brochure citing various meth- 
ods and types of equipment to meet 
the specialized record control require- 
ments of banks and other businesses. 


Bank Quarters ... A _ booklet 
with “‘before’’ and ‘“‘after’” views ex- 
emplifying how modernized bank in- 
teriors can make for increased effi- 
ciency, promote business, and create 
prestige. 


Perforator System for Time 
Payments .. . Description of a 
simple method of handling all types of 
time payment loans. 
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for Personal Loan and Finance Departments 
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CUMMINS PERFORATORS BRING NEW SPEED AND 
ACCURACY IN PREPARING TIME PAYMENT COUPON 


BOOKS 
The modern way to speedy coupon book 
preparation. 
PERFORATE: 


@ Account number and controls for 
Class of Loan 
Source of Loan 
Branch Number 
Dealer Number 
@ Month and day payments are due 
e Amount of monthly payments 
e Up to 18 pages in one easy operation 


PORTABL 
ELECTRIG 
PERFORATO 






FOR CHECK CANCELING Model 300, illustrated above, is a powerful, com- 

| 7” pact, portable perforator. Automatically perforates 
when books are inserted — quick set key rings 
save time and patented positive ring locks mean no 
spoiled coupon books — less waste. 


The coupon below brings complete out- 
line of coupon book and perforator use. 








New PILLOW POWERED’ Model 76 


Cummins Business Machines 

Division of A. S. C. CORPORATION 

Formerly CUMMINS PERFORATOR 

4740 Ravenswood Avenue, Chicago 40, Illinois 


Please send complete information on: 


(1) Coupon Books and Perforated Controls 
(0 Pillowed Power Check Canceller 


Silent in Operation 
For Modern Banking Rooms. 
The Quietest Heavy Duty 
Perforator ever produced 


IMMEDIATE DELIVERY 























Name ithe 
| Company 
t; ORIGINATORS OF PERFORATORS ' Address 
Pioneers of check endorsers, City Zone___State 











SINCE] check signers and receipters. 
Safeguarding your transactions”’ 












] Enclosed is sample of coupon we now use. 
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She sweetens your 


It takes a lot of man-hours (and 
woman-hours) of writing to bring 
you a spoonful of sugar. Typewriters 
click, pencils squiggle to chart the 
written record of sugar’s trip from 
plantation to breakfast table. 

The who, what, when and where 
of business transactions are recorded 
clearly on business forms—and, 
chances are, on Moore business forms. 

Sugar, shoes, soap, sundries— 


SALES OFFICES IN OVER 200 CITIES FROM COAST TO COAST, ALSO IN PRINCIPAL CITIES ACROSS CANADA 


businesses of every kind and size 
have discovered that Moore Busi- 
ness Forms can help to reduce costs, 
streamline total operations. For ex- 
ample, one standard Moore form can 
speed the writing of hand-written 
records by as much as 172%. 

A Moore specialist looks at your 
business forms with the eye of com- 
mon sense. Is this one really needed? 
Can three forms be combined into 


coffee — ww uniting. 


two— or one? Will a standard form 
serve as well? Right answers may 
save you thousands of dollars. 
Sixty-five years of business form 
experience are at your call. Get in 
touch with your local Moore office. 
Moore stands ready to supply you 
with everything from a simple sales 
book to the most intricate multiple- 
copy form ... “to put it on the record, 
swiftly, accurately, economically.” 


MOORE BUSINESS FORMS, INC. 


NIAGARA FALLS AND ELMIRA, N. Y.; MINNEAPOLIS, MINN.; DALLAS, TEXAS; LOS ANGELES AND EMERYVILLE, CALIF. 


ADV. BY H.W. AYER 
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COURT DECISIONS 
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By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Assignment of Past Due Note 


Recovery on a negotiable instrument 
may depend, in some circumstances, 
upon technicalities of legal procedure, 
as a recent West Virginia case demon- 
strates. 

There the maker executed and de- 
livered his note to the X Bank. Be- 
fore maturity the note was endorsed 
by X Bank to a trust company, to 
which it was delivered along with 
other notes under a collateral agree- 
ment which provided that the trust 
company was authorized to “‘use, 
transfer, hypothecate or rehypothecate 
any or all of the said collateral.” 

X Bank as payee endorsed the note: 
‘‘Pay any bank or banker or order.” 
The trust company in turn endorsed 
it: ‘For collection only. Pay to the 
order of any bank or banker.” 

The trust company made collections 
on the note at various times during the 
ensuing ten years. The payments 
were endorsed on the note. There- 
after the trust company sued the 
maker. While the action was pending 
the trust company assigned the note, 
along with others, for a valuable con- 
sideration to one L. The note was on 
file in the court clerk’s office at the 
time and was never endorsed or de- 
livered to L. 

When the case came up for trial, the 
court dismissed it on the ground that, 
because of the assignment of the note 
to L, the trust company could no 
longer maintain the suit. From this 
dismissal the trust company appealed 
to the Supreme Court of Appeals of 
West Virginia. 

“‘Notwithstanding its restrictive en- 
dorsement ‘For collection,’ ’’ said that 
court, “the trust company, under the 
provisions of the collateral agreement 
with the X Bank, had the right to sell 
the note to L. 

“Of course, the note, being past due 
at the time of assignment, was not 
held by L as a holder in due course. 
Nevertheless he was an assignee for 
value. The moment the note was 
assigned to L, the plaintiff trust com- 
pany lost title to the note, and there- 
upon the trust company’s suit against 
the maker abated. 

“If L were not barred by the statute 
of limitations, he could maintain an 
action on the note. The only remedy 
open to him now is to effect a revivor. 

“‘We therefore think the trial court 
erred in dismissing the action. Conse- 


quently, the case is remanded to the 
circuit court with directions to give L, 
the assignee of the note, the oppor- 
tunity to revive and prosecute the 
action in his own name, provided the 


revivor is had within the time re- 
quired by law.” 

Technically, by a revivor the suit 
begun by the trust company would be 
revived and L substituted as plaintiff 








— Highlights 


AGENT BEGINNINGS 
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National Union 


FIRE INSURANCE COMPANIES 
PITTSBURGH cy PENNSYLVANIA 


The first insurance companies did busi- 
ness over the counter, then, as the busi- 
ness grew, men were hired to collect 
renewal premiums. These men had to 
cover such a wide area in their collec- 
tion work they soon became known as 
“walkers.” Later regular company clerks 
were employed to do this walking work. 
The first efforts to establish agents out- 
side London began in 1710, when Joseph 
Freeman, Coffee Seller, was appointed 
an agent at Stratford-on-Avon. Business 
letters written by London agents in 1800 
often suggested that the agent would 
“desire the favor of drinking a glass of 
wine” with the prospect. The following 
statement was found in 1727: “The 
Agent must be someone who is diligent 
and punctual in correspondence, and 
that has an interest and rides about 
the country.” 


NATIONAL UNION and BIRMINGHAM 
Agents are both diligent and punctual in corre- 
spondence; also, their production 
records show they have plenty of 
interests and the ability to get 
around to the right places. 


and Birmingham 
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“YOUR MANUALLY POSTED 
RECORD FORMS,” 


says KING COTTON, 





“CALL FOR PARSONS 
MECHANO FORM" 








This 50% cotton fiber ledger 
paper and index card stands 
constant handling without 
getting dog-eared. It’s tough 
and rigid, and it’s easy to use 
for this paper, specifically 
made for modern business, 
has the new no-glare surface 
that increases accuracy and 
relieves eyestrain. Fine eras- 
ing qualities, found only in 
cotton fiber paper, even with 
chemical erasing fluids. Six 
matching colors implement 
your color control system. 

When you need more ledg- 
er or index card stock, be sure 
to specify PARSONS MECHANO 
FORM. 





It Pays to Pick 


PARSONS 


A Pee RO SG 








Made With New Cotton Fibers 





PARSONS PAPER COMPANY 
HOLYOKE, MASSACHUSETTS 
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in place of the trust company. The 
several states have varying methods 
of enabling an assignee to become a 
party to pending litigation. Banks 
getting into such situations should 
make sure that an adequate and satis- 
factory procedure is available to them 
in the particular state. (Maryland 
vs. Gregory, 38 Southeastern Re- 
porter, Second Series, 359.) 


o + ° 


‘*Conversion’”’ of Savings Account 


A woman savings depositor sued a 
New Hampshire bank for the amount 
of her deposit. 

Her complaint alleged that the 
bank “converted to its own use the 
sum of $9,562.36 of the plaintiff’s 
money then and there on deposit with 
the said bank by withdrawing said 
sum and applying and paying it to- 
ward the payment of the debts then 
owed to the defendant bank by the 
plaintiff's husband, by means of an 
order, so-called, bearing plaintiff’s 


| name and purportedly signed by her, 


although in fact she did not sign said 
order and the signature thereon was 
not her signature.” 

The bank’s evidence tended to show 
that the plaintiff at her home signed 
two notes for $5,500 and $4,000 
respectively, to secure which she 
signed, in the presence of the bank’s 
cashier, two orders against her savings 
account, the first for $5,500 and the 
second for the full amount due on the 
account, which was designed to cover 
the amount of both notes. 

When the first loan was made, the 
bank simply placed the proceeds of 
the $5,500 note to the account of 
plaintiff’s husband. On the second 
loan the bank issued a check to the 
order of the plaintiff in the sum of 
$3,980. This check was given to her 
husband at the bank and he later re- 
turned it with an endorsement pur- 
porting to be that of the plaintiff. 
The bank admitted that, ultimately, 
it withdrew the sum of $9,562.36 from 
plaintiff’s account, relying on her order 
for the full amount of the balance, and 
applied the money to the payment of 
the two notes. 

At the trial the notes were not offered 
in evidence, but the order for the full 
balance in the account was introduced. 
The plaintiff denied ever having signed 
any notes to the bank and also denied 
having signed the order. She intro- 
duced evidence to show that the signa- 
ture on the order was a forgery. She 
further denied ever having had any 
business transactions with the bank 
except as depositor. 

The jury’s verdict was in favor of 
the depositor and against the bank. 

On appeal the Supreme Court of 
New Hampshire upheld the verdict 
with the following reasoning: 


In writing to advertisers please mention The Burroughs Clearing House 


“If the defendant bank possessed 
itself of the plaintiff's money and 
applied the same to its own uses, all 
the requisites of a conversion would 
seem to be present, and the only ques- 
tion remaining to be decided would 
seem to be the legality of the means 
whereby possession of the money was 
accomplished and that was the ques- 
tion submitted to the jury. 

“The defendant bank claimed to 
have acted upon the plaintiff’s signa- 
ture to various documents in the pres- 
ence of its cashier. Whether she in 
fact signed those documents was the 
question tried. It cannot be said as a 
matter of law that the jury fell into 
any mistake in its verdict against the 
bank. The judgment is given on the 
verdict.” (Lavallee vs. ........ Na- 
tional Bank, 47 Atlantic Reporter, 
Second Series, 416.) 


4 Sf ¢ 


Bank vs. Garnishment 


A borrower from a Massachusetts 
bank signed a note which provided 
that “‘any moneys or other property 
at any time in possession of the bank 
belonging to any of the parties liable 
hereon to the bank, as maker or en- 
dorser or guarantor, and any deposits, 
balance of deposits, or other sums at 
any time credited by or due from the 
bank to any of said parties, may at all 
times at the option of the bank be 
held and treated as collateral security 
for the payment of this note or any 
other liability of the maker hereof to 
the bank, whether due or not due, and 
the bank may at any time at its option 
set off the amount due or to become 
due hereon against any claim of any of 
said parties against the bank.” 

Thereafter a third party sued the 
borrower and served a writ in trustee 
process (garnishment) on the bank. 
At that time there was a balance of 
$1,659.12 in the borrower’s checking 
account. On the day the writ was 
served the bank drew a check payable 
to itself to close the borrower’s check- 
ing account. Two weeks later the 
borrower paid the note by having the 
bank apply the $1,659.12 to the obliga- 
tion and paying the balance of the 
debt in cash. He then received back 
stocks ard bonds which he had pledged 
as collateral; these were not subject to 
the “trustee process.” 

Discussing the right of the bank to 
hold the $1,659.12 in the borrower’s 
checking account, the Supreme Judicial 
Court of Massachusetts made the fol- 
lowing statement: 

“Under the terms of the collateral 
note the bank had the right to hold the 
credit balance of $1,659.12 as addi- 
tional security for the note, even 
though apart from those terms it would 
have had no such right and no right of 
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set-off. A trustee (the bank) sum- 
moned in trustee process (garnish- 
ment) retains as against the plaintiff 
every right that it (the bank) had 
against the defendant (depositor).” 
(Jordan vs. Lavin, 66 Northeastern 
Reporter, Second Series, 41.) 

Many states permit a bank to set 
off the balance in a borrower’s account 
against his indebtedness to the bank, 
but it’s worth noting that, according 
to the foregoing Massachusetts deci- 
sion, the bank could not have availed 
itself of a right of set-off in that state 
if the terms of the note had not pro- 
vided for it. 
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C. W. BAILEY 


(CONTINUED FROM PAGE 17) 


arrives at the bank in the morning at 
seven o’clock, a practice he has fol- 
lowed for forty-two years. At seven- 
thirty he holds an officers’ meeting. 
This is attended by Vice-president 
Frank E. Stafford, Vice-president and 
Cashier Roy B. Broster, Mr. Pace, 
Assistant Vice-president A. B. Dur- 
rett, Assistant Vice-president Lillie 
Wettstein, Miss Maud Jones, who is 
Mr. Bailey’s secretary, and by Richard 
and Robert Bailey. 

The meetings are informal and their 
main purpose is to keep the entire 
official staff up to date on the bank’s 
activities. The previous day’s busi- | °* 
ness is discussed, including loans 
granted, loans in process, new ac- 
counts, accounts closed and any special 





MANY SHIPMENTS now travel at air-speeds up to five miles a 

minute in the swift new planes that have joined the Airlines’ fleets — 
i k : ilable for all kinds of traffic. 

developments. Plans for the day ahead bigger planes that make more space available for all ki 


are also taken up and include discus- LOW RATES include special handling — pick-up and delivery — in all 


intensities ie 


sions on operations, new business, per- 
sonnel, the bond account and anything 
concerning the business of the bank. 
The meetings are open, unplanned 


major U. S. towns and cities. (Often 
same-day delivery.) Rapid air-rail RATES CUT 22% SINCE 1943 (U.S. A.) 


schedules to and from 23,000 off- ain 








2 ths. | 5 ths. | 25 tbs.| 40'tbs. |Over 40 lbs. 
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; . irline communities in the country. eal ons mn 

and questions are in order. . y ““ nee aa us oat a 
A further step for keeping all officers FOREIGN SERVICE direct by air to sa | 107| 142] 904] 614] 15.35 


informed is a plan for handling cor- 
respondence. Each day’s correspond- 





and from scores of countries — the 1049 | 1.17 | 1.98] 7.68] 12.28] 30.70 
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Mr. Bailey, this goes to all officers. WRITE TODAY for the Time and 
_ The bank’s six active lending officers Rate Schedule on Air Express. It contains illuminating facts to help 
include Miss Jones who has been you solve many a shipping problem. Air Express Division, Railway 
with the bank for a number of years. Express Agency, 230 Park Avenue, New York 17, N. Y. Or ask for 
Mr. Stafford’s special concern is con- it at Aixline or Rathwar Canvass olies 
sumer loans and small installment anne . — 2 


loans, which the bank has been making 
since 1928. Mr. Pace devotes himself 
to agricultural production and live- 
stock loans and the supervision of 
amortized farm mortgage loans which 
the bank is making in co-operation 
with a large insurance company. The 
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of dark-fired and 4,000,000 pounds of 
Burley tobacco a year. 

The bank’s government bond ac- 
count totals some $6,600,000. This 
represents a decrease from the high 
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total, in the same proportion as the 
War Loan Deposit Account has been 
decreased. 

Currently, $800,000 of the bank’s 
governments is in issues due from 1950 
to 1953. The remainder is due within 
twelve months, with approximately 
$500,000 coming due each month. 

Mr. Bailey knows personally most of 
the bank’s customers and, in fact, most 
of the people in Montgomery County. 
Many he knows by their first names 
and to all he is Bill Bailey, as he is to a 
good many members of the A. B.A. 

In recent years, and particularly 
since his election to the vice-presidency 
of the A. B. A. at the New York City 
meeting of the executive council last 
September, Mr. Bailey has spent a 
great deal of time addressing banking 
groups in various states and in confer- 
ring with hundreds of bankers. Out 
of this he has developed both a great 
admiration of the part that banks are 
playing in the national economy today 
and also a number of ideas on the 
things he thinks banks should be doing. 

The years of adventure ahead for 
banking, he says, will be the years in 
which it is engaged in seeking to re- 
establish as far as possible the ways of 
life and business that were interrupted 
by the unfortunate appearance of war. 
They should be years of progress and 
accomplishment, he feels. 

“There has been a marked awaken- 
ing on the part of banks, particularly 
the country banks,” he states, “‘to a 
consciousness that they are engaged in 
a test of skill in the further develop- 
ment and operation of a quality of 
banking service that will provide for 
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the utmost needs of those in their 
trade areas. Where, and as, this 
policy is carried out, there will be no 
question about the important position 
of and need for banks. Proceeding 
aggressively, giving good service, and 
with a willingness to charge an equita- 
ble rate of interest, they can encourage 
the use of bank credit in preference to 
other available credit.” 

Mr. Bailey is an ardent believer in a 
balanced farming program, providing 
farmers with a number of sources of 
income throughout the year. This is 
insurance against the possible failures 
under one-crop farming. There are 
many areas, he says, where marked 
progress has been made in improving 
the operations of agriculture through 
studies of soil possibilities and land 
use, the willingness of farmers to ad- 
just their operations and the availa- 
bility of markets. Of special note in 
transitions of this character have been 
the important parts played by country 
bankers. 


H” believes, as another point in his 

program, that it is to the advantage 
of banks to encourage the reduction in 
farm mortgage debt. Debts that were 
made in the pre-war years can now be 
paid with cheap dollars, perhaps fifty- 
cent dollars, he says. Debts that are 
made now, or that remain unpaid now, 
could very easily become much more 
difficult of settlement in the years that 
lie ahead. Dollars may not be so 
plentiful then. 

As another pillar of support to be 
placed under a balanced farming pro- 
gram, Mr. Bailey urges the recom- 
mendation to farmers of the building 
up of reserves. These reserves, he 
says, will provide available funds for 
use when restrictions are removed and 
much needed farm equipment can be 
bought, when repair and maintenance 
work can be done and improvements 
made which will bring greater comfort 
and convenience to the farm home. 
These reserves can be set aside in 
Series E or F bonds. 

Banker influence to discourage in- 
creases in farm land prices, Mr. Bailey 
believes, is another effort of long range 
advantage. When the farmer wants to 
square out his line or buy a tract to 
carry him out to the big road, and pays 
cash, there is not much to be said. 
But the country banker has a very 
definite challenge put up to him when 
he sees a misguided farmer mortgaging 
paid-for land to buy high-priced addi- 
tions. At the same time, Mr. Bailey 
feels that country banks are going to 
have an opportunity to make many 
farm mortgage loans in the period just 


_ ahead. These mortgages, if made on 
' an amortized basis, to good farmers, 


on good farms properly appraised, will 


| provide sound earning assets. 
| 


Soil conservation, Mr. Bailey be- 
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lieves, presents one of the broadest: 
fields of service for the betterment of 
agriculture. In many sections soil 
conservation programs have _ been 
started and much is being accom- 
plished. Through soil conservation 
and fertilization, it is possible for the 
farmer to increase the productivity of 
land to the equivalent of 25 to 40 per 
cent of added acreage. State bankers 
associations are giving very active aid 
to these programs and some rural 
banks have found this a source of satis- 
factory loans. 

Education also plays an important 
part in leading the way to successful 
agriculture, Mr. Bailey states. To this 
extent, continuous banker co-operation 
can aid substantially in the success of 
the farmers of the future through the 
4-H Clubs, Future Farmers and other 
youths in their projects and plans. 

“This adds up to a six-point pro- 
gram that can contribute greatly to 
the present and the future of agricul- 
ture,” Mr. Bailey says. ‘These in- 
clude: A diversified and well-balanced 
farm program. Present payment of 
the farm mortgage debt. The setting 
up of financial reserves by farmers. 
The prevention of a farm land price 
boom. Conservation of the soil. 
Education of the farmers of the future.” 

Of banking more generally, Mr. 
Bailey points out that many banks are 


»entering the field of consumer credit. 


As production makes progress against 
unsatisfied demand he believes that 
this activity will represent a substan- 
tial volume of business and a source of 
increased earnings. He stresses the 
desirability of having this indebted- 
ness held by local banks where it can 
be handled with the local merchandiser 
and granted with a knowledge of the 
borrower’s ability to pay. 


N every gathering of bankers, says 

Mr. Bailey, there is some form of pres- 
entation of loans under the Service- 
men’s Readjustment Act. Some banks 
have proceeded in an efficient manner 
and have closed a favorable volume of 
loans. Many others, for reasons which 
may be entirely of a local character, 
have not progressed so rapidly, he 
says. 

He believes that a share in the 
successful operation of the G. I. lend- 
ing program is a responsibility that 
the banks must assume. There are 
loans to be made at the proper time 
and in an approved way, he says, and 
unwise operations may bring repercus- 
sions. There are strict observances to 
be followed, and the utmost care must 
be taken to avoid unfortunate termi- 
nations. Every appeal which com- 
plies with regulations and offers practi- 
cal possibility should be carried through 
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to a conclusion, and wise counsel 
offered against ventures doomed to 
failure. The serviceman is entitled to 
a full hearing and to help and guidance 
to the fullest degree. 

Mr. Bailey thinks there was real 
romance in the way the A. B. A. pro- 
gram to provide post-war loans to 
small business was carried across the 
nation. In the days ahead he is cer- 
tain that banks will experience a 
realization that business as a whole 
has been brought to a consciousness 
that the banks stand ready and willing 
to finance small business through the 
groups that have been formed. 

The future will bring a greater 
understanding of the type of bank 
management required to maintain 
bank earnings, in Mr. Bailey’s opinion. 
There will be a closer scrutiny of 
expenses and operations and of un- 
explored sources of profits. 

Likewise, he feels, the future will 
see a period of greater competition, 
and a greater use of advertising and 
publicity to acquaint the public with 
the operations of the banks and to sell 
bank services. 

Country banks, he says, will have 
a greater need for outside men than 
ever before. 

He would like to see more of the 
city banks follow the example of the 
First National Bank in St. Louis which 
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hired his outside man, Assistant Vice- 
president William D. Meacham, for its 
correspondent bank staff. The bank 
hired him, for one reason, because he 
could talk to country bankers in their 
own language. 

Turning to the American Bankers 
Association, Mr. Bailey says he would 
like to see a revival of the regional 
conferences on bank management and 
he hopes that that will be possible in 
the not too distant future. 

“The activities of the American 
Bankers Association are far flung. 
They touch, and they could be of help, 
to every bank. It is the organization 
which speaks for banking as a whole,” 


ae 


says Mr. Bailey. “Its affairs are very 
ably managed by Executive Manager 
Harold Stonier. The work of its 
deputy managers, its committee and 
commission secretaries, its department 
heads, its committees, commissions 
and councils, its Washington. and 
Chicago offices, the American Institute 
of Banking, the Graduate School of 
Banking, Banking magazine, the News 
Bureau is of high calibre and continu- 
ous, and directed entirely to the 
progress and betterment of banking.” 
As a goal for the coming year for 
member banks of the association, Mr. 
Bailey proposes: “Better and more 
efficient banking at every level.” 


° 


BANK QUARTERS 


(CONTINUED FROM PAGE 21) 


At any rate, the foregoing examples 
illustrate the fact that it is possible to 
effect considerable improvement in the 
bank’s appearance, service facilities 
and operating efficiency through care- 
ful planning rather than great expense. 

A warning against a tendency for 


banks to splurge in the matter of better _ 


quarters has been sounded by one 
experienced individual, associated with 
a large city bank, who advises its 
correspondents in their building prob- 
lems and programs. In commenting 
on the subject, he states: 

“In my discussion with bankers re- 
garding the expansion or remodeling 
of their banking quarters, I have par- 
ticularly noted their feeling that some- 
thing big or radical must be done. 
The ban of war requirements has been 
so closely drawn around them, pro- 
hibiting them from doing anything, 
that they now feel that some change 
must be made. The danger in their 
present state of mind seems to be that 
they will lay out a program larger 
than is necessary. 

“The present lack of material and 
labor suggests that only those changes 
should be made at this time that will 
make it possible to do business com- 
fortably. It is surprising how little 
change is necessary when a thorough 
study is made of the possibilities. One 
specific instance of this involves a bank 
which contemplated spending about 
$75,000 for major changes; finally, 
after study, it was able to accomplish 
the necessary result by making changes 
costing less than $1,000.” 

Just as in home building, the cost of 
bank construction has measurably in- 
creased. However, the change to a 
less ornamental design has had a 
counteracting effect. In fact, J. B. 
Gander, president of the Bank Building 
& Equipment Corporation of America, 
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maintains that the cost per cubic foot 
of most bank work is no more than it 
was in the 1920’s, due to the fact that 
banks are no longer putting large sums 
into excessive ornamentation. 

Illustrative of this is the Manufac- 
turers Bank and Trust Company of 
St. Louis, for which the Bank Building 
concern is said to have completely 
remodeled the main banking floor at 
less than the fixtures alone cost origi- 
nally. 

Before alteration, the bank struc- 
ture consisted of two distinct buildings. 
There were two principal ground floor 
rooms, which were relatively cramped 
and—by modern standards —heavily 
furnished with massive ornamental 
bronze cages and other space-eating 
equipment. In the alteration just 
completed, these two rooms were com- 
bined to form a single spacious unit, 
lighted by a combination of fluorescent 
and incandescent fixtures concealed 
behind glass in the ceiling. The advan- 
tages of this new arrangement are as 
follows: 

1. Consolidation and enlargement 
of desk areas for officers, permitting 
full floor visibility. 

2. The installation of additional 
tellers’ cages. 

3. An increase in the facilities of the 
small loan department to accommodate 
this growing phase of the bank’s busi- 
ness more adequately. 

4. A completely modern decorative 
scheme, designed to make the most of 
the new space and light of the enlarged 
room. 

Other phases of the alteration in- 
clude rebuilt modern rest rooms, the 
installation of lunch rooms and new 
locker rooms for all employees, en- 
larged quarters for the bookkeeping, 
accounting and auditing departments, 
and enlarged facilities in the safe 
deposit department. A parking lot 
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area was purchased across the street 
from the bank location. 

It is felt in St. Louis that this pro- 
gram of alteration and modernization 
is particularly significant in view of 
the bank’s location in a neighborhood 
which has suffered in recent years in- 
creasingly from urban blight. The 
bank now is something of a symbol of 
the new possibilities in this neighbor- 
hood. Its classic exterior has been 
sandblasted white. Its whole atmos- 
phere inside and out is in sharp con- 
trast to its surrounding area. 

In this area, the bank has been 
active in promoting modernization 
programs among merchants and others. 
This program has already resulted in 
numerous new and modern. store 
fronts. With the completion of the 
bank’s own program of modernization, 
it is felt that the neighborhood has 
made a significant forward step in turn- 
ing back the tide of neglect and decay. 
A point here is that banks with out- 
moded quarters are not in a particu- 
larly strategic position to recommend 
modernization projects for their cus- 
tomers. 


ONE of the most important consider- 
ations in the usual bank remodeling 
program is the acquiring of additional 
tellers’ windows, to handle an in- 
creased volume of business. This, to- 
gether with other advantages, has led 
many banks to consider the use of so- 
called “‘saw-tooth” counters. 
A noteworthy example of this de- 
velopment is at The Niagara National 


Growingly popular, for instance, is 
the use of corrugated glass wall parti- 
tions, an example of which is shown in 
the reproduction on page 20 of the 
officers’ section, Old National Bank in 
Evansville, Indiana. 

Unusually extensive use of glass was 
a feature of the previously-cited Dairy- 
man’s State Bank, Randolph, Wiscon- 
sin. It has an all-glass front extending 
from floor to ceiling, and including an 
all-glass door. The open side of the 
building has 45 feet of continuous 
windows. A glass partition separates 
the bookkeeping room from the lobby, 
and there are glass partitions of desk 
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height between other areas of the 
banking room. 

Some thoughts on the subject of 
materials and equipment by Mr. L. J. 
Orabka, executive vice-president of 
Bank Building & Equipment Corpora- 
tion, are of interest in view of his con- 
cern’s extensive and specialized experi- 
ence in pianning and constructing 
banking quarters. 

He cites the trend toward using 
plastics such as lucite in teller cage 
wickets and for wicket signs, pointing 
out that an especially attractive effect 
is being achieved by having lighting 
shine through the plastic. 
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——— to power used. Thus it is adaptable 
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Efficiently operated by tractor or engine power. 
Top quality construction for big capacity 
and safe operation. MM Hammermills lead the 
field in many ways. Heavy all-welded boiler plate steel 
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5 blade slinger-type fan and Rockwood pulley are firmly 
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Acme soft center steel hammer tips with 4 carburized 
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Bank of Buffalo, New York, which 
| recently completed a $48,000 expansion 
} and modernization program. The “‘be- 
fore’ and “after”? photos reproduced 
on page 18 indicate how the number of 
teller windows has been increased from 
} seven to ten through the straight line 
rearrangement and the employment 
of saw-tooth design. As is pointed out 
by Richard Sullivan, assistant cashier 
of the bank, the fact that a larger 
number of counters of the zig-zag type 
can be installed in a given space is of 
particular advantage where additional 
windows are needed within the same 
physical limitations of the bank build- 
ing. It is also claimed that the saw- 
tooth counters provide greater privacy 
for customer transactions, and facili- 
tate better-formed lobby lines. With 
its redesigned layout the bank has, 
moreover, nearly doubled its lobby 
space. Furthermore, it has mecha- 
nized its teller operation to augment 
the benefit of additional windows. 
The war not only emphasized the 
need for better lobby facilities, but also 
stimulated the increased use of such 
construction materials as glass and 
plastics, due to shortages of metals and 
wood. It is considered likely that this 
trend will carry over into more normal 
periods. 
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A number of banks, Mr. Orabka 
| observes, are using improved acoustic 


{plaster where other sound absorbent 


material isnot favored from an appear- 
| ance standpoint. However, care as 
| to paint selection and application 
_ must be exercised so as to assure full 


~} | acoustic effectiveness. 


Banks have generally become “‘light” 
| conscious, Mr. Orabka asserts, and 
remodeling project 
| involves installation of more modern 
| lighting fixtures. There is interest in 
| cathode lighting, which uses a low 
| voltage transformer that does not 
generate heat. It has more flexibility 


' | than fluorescent tubing because of 


| | availability of many more sizes and 


shapes. 
Air conditioning, Mr. Orabka con- 
tinues, has become a virtual “must” 


' | for banks which are modernizing, as 
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Ask your Globe-Wernicke dealer about 
the Every Day File for your office—or 
write direct to The Globe-Wernicke Co., 
Norwood 12, Cincinnati, Ohio. 
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| well as those erecting new quarters. 


In a final observation, Mr. Orabka 
notes that where property values be- 
come so high that the bank cannot 
afford to acquire large first floor space, 
there is a trend toward placing the 
officers’ section on the second floor, 
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and Mrs. “E” was ready for the new 
baby. 

The “F” family got into a compli- 
cated situation through a real estate 
transaction that became involved and 
needed heroic treatment. It had gone 
beyond the point of private bargaining 
and became a matter of law and the 
courts. The ambassador was able to 
understand the complications that had 
arisen, and that only the courts could 
settle. She therefore brought in the 
bank’s attorney and the matter is now 
in‘ the courts. The “‘F” family had 
previously lived in town and had done 
business with another bank. On com- 
ing back they went into their old bank 
to get a check cashed, were not rec- 
ognized and were refused, which was 
doubly embarrassing. This family 
had been wiped out by the collapse of 
1929, went into bankruptcy, subse- 
quently paid creditors in full, and 
were getling back on their feet. 

In reply to a letter of sympathy, 
the bank received a telephone call ask- 
ing for an appointment. Mrs. “G” 
was involved in a series of familv 
deaths that happened almost simul- 
taneously. Included in the tragedies 
was the sudden death of her husband, 
a Major in the Army, her father and a 
nephew, all within a few days. She 
was naturally in a state of shock. Our 





ambassador took the case in hand, got 


along with collection and loan windows 
in some instances. He cftes two such 
instances in large Texas banks. His 
concern always recommends placing 
safe deposit vaults in the basement, 
rather than having them occupy ex- 
pensive lobby footage. 


[N view of the large number of inter- 

esling examples available, this selec- 
live inspection of new developments in 
banking quarters will be continued in 
the October issue of The Burroughs 
Clearing House. The second install- 
ment will include illustrated instances 
of how banks have utilized color 
engineering and radiant heating. It 
will cover the most advanced trends in 
drive-in facilities, parking conven- 
iences and the “motorized” banking 
lobby. There will be examples of 
modern functional style in bank ex- 
teriors, the creation of a more inviting 
type of branch office, and the adapta- 
tion of bank design to fit in with com- 
munity planning along architectural 
lines. Exceedingly attractive execu- 
tive offices will be cited, along with 
improvements in operating facilities. 
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BANK AMBASSADOR 


the story as best she could and called 
our attorney in her office to get the 
legal side of the matter cleared up. 
It was found that Mr.“*G’’ left a “home- 
made will’? which turned out to be no 
will at all but merely a paper designat- 
ing his desire that his wife. be his 
executrix. The whole matter was a 
legal problem but we were able to 
bring order out of chaos and put her 
in as happy a frame of mind as could 
be under the circumstances. 

The response to another letter of 
sympathy on the death of a son who 
had been in service, brought the father 
in to open three accounts, with a 
message from his wife to say this was 
done purely out of appreciation for the 
letter received on her son’s death. 

As a result of congratulatory letters 
which go out in a steady stream on the 
slightest clue, our ambassador has 
received many invitations to address 
public groups, such as mother and 
daughter dinners, P-T. A. groups, and 
like gatherings, which are exactly the 
leads that we desire to obtain. 

The entrance to our town is not 
imposing from the railroad, and in spite 
of our many good qualities we have 
this as a deterrent. That is true of 
many communities. The Long Island 
Railroad has not given us as yet a 
station in keeping with the dignity of 
the community. We shall get it 
shortly. We have wondered what the 
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reaction is of those who observed such 
matters has been. As occasion has 
offered our ambassador has asked how 
the newcomer happened to select this 
community for the new home. In one 
case, where the newcomer came from 
New Hampshire to Long Island be- 
cause of business interests in New 
York, before making a decision the 
husband decided to take a train ride 
for the full length of the three main 
lines on the Long Island. He noticed 
the surroundings of various places, but 
more particularly the people who got 
off at the various stations. He finally 
concluded that those who alighted 
from the train at Rockville Centre 
were the type of people he wanted to 
mingle with. He bought a home and 
in due course moved in. 

In one case, that of an insurance 
executive of one of the large com- 
panies who lived in Kansas _ before 
locating in the East, he looked up the 
foreclosure record of communities in 
the metropolitan area and found 
Rockville Centre to have the. best 
record in that respect. He bought his 
home here and now with his family 
owns three parcels. 

In another case where an executive 
moved from Chicago to New York for 
business reasons he asked his pastor to 
recommend a town with a good paro- 
chial high school. Rockville Centre 
was named as qualifying in that 
respect, and he located and still lives 
here. 


I DO not think bankers as a class fully 

realize the results of simple bank- 
ing courtesies or the results in respect 
to loans, negative and positive. These 
reactions are not generally publicized 
and do not come to the bankers’ 
attention frequently, and it may be 
never. 

Not long ago I was watching a drum 
corps practicing in a vacant lot. 
Alongside of me stood a man I have 
known for more than twenty-five years 
whom we shall call “Little Joe.” 
Somehow, in the course of a few 
minutes, his mind went back and he 
said to me: “‘Do you remember the 
$500 I borrowed from your bank 
Lwenty-five years ago?” I said I had 
never thought about it. “Well,” said 
he, “‘you were instrumental in getting 
that loan for me and I have never for- 
gotten it. You had more faith in me 
than the other men and I have always 
remembered that also.” Little Joe 
has made good in his chosen field. 

A few blocks from where this is 
written there is a restaurant con- 
ducted by a man and wife who were at 
one time employees of another eating 
place. They had married, decided to 
open their own place, and asked for a 
loan of only a few hundred dollars. 
Apparently it was not handled to their 
satisfaction and they got it from a 


more distant bank. We have had 
their business in some volume for 
many years, have loaned them sizable 
amounts since, and they now show a 
substantial statement; but I rarely give 
the wife the opportunity that she 
does not remind me that we had no 
faith in them when they went into 
business, while the other bank believed 
in them. Here is a positive and here is 
a negative result that has lasted more 
than a quarter of a century, arising 
out of a small loan. I can now say 
from experience as well as observation 
that “people do not forget.” They 
never forget and they tell their friends 
in their own way and with their own 
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reaclions what the banker has done 


for them or to them, and memory lasts 
along time. Nearly fifty years ago we 
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STRING BINDER | 


Size 2” x 3” heavy manila card with 
27” cord and tension button attached. 
Ideal for packaging small forms such 
as deposit slips, drafts, checks etc. Attach this 
ad to your letterhead and mail for FREE samples. 
Priced at $13.00 per 1000 
Ready for Prompt Delivery 
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SHORT TERM ISSUES 


..- FULFILLING RIGID 
INVESTMENT REQUIREMENTS 


Consolidated collateral trust debentures, issued by the 


Federal intermediate credit banks, constitute joint and 


several obligations of these institutions. They are au- 
thorized under the Federal Farm Loan Act, as amended. 


When maturing in six months or less, they may be 
purchased by Federal Reserve Banks and are 
acceptable as collateral for fifteen-day loans to 
member banks. Furthermore, the debentures are legal 


investment in various states for funds of insurance 


companies, savings banks and other fiduciaries. 


These debentures become available at regular intervals 
for subscription, in denominations of $5,000, $10,000, 
$50,000, $100,000, due from six to twelve months. 
They are obtainable from dealers and dealer banks. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Requests for supplemental information 
regarding these seasoned issues should be addressed to 


31 NaAssAu STREET 


CHARLES R. DUNN, Fiscal Agent 


New York 5, N. Y. 
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loaned a farmer enough to buy a truck. 
He is now retired, but still talks about 
that first loan with tears in his eyes. 


| OFFER COMPLETE 
NUMISMATIC SERVICE 


SOME years ago I received a letter 
from a woman whom I did not know, 
asking if she could see me. She said, 





OLD COINS significantly, “banks terrify me.” I 
RARE COINS found that she was deeply in debt with 
GOLD COINS loans in half a dozen states. She was 


at her wit’s end to know what to do 
next. She had borrowed in Boston to 
pay in New York, and in Philadelphia 
to pay in Boston, and so on around a 
vicious circle. She was not borrowing 
from banks but other concerns, for 
banks terrified her; other concerns did 
not. Why? I do not know. Are 
people really afraid of your bank? Of 
mine? I hope not, but why are they 
or why should they be? Banks cannot 
terrify people; only people can do that. 
Just what do the people think of the 
banks, anyhow? I would like to 
know. Do you? Somehow we haven’t 
yet impressed the people with the fact 
that banks sincerely want business. 
They want accounts and they want 
loans. But, do the people know this 
to be the fact? I would not advertise 
that we were a “friendly bank” unless 
we actually met the challenge in day 
by day practice. I do not mean a 
smirking bank, but one that serves the 
public graciously, kindly, and without 


Bought—Sold—Appraised 
UNITED STATES, FOREIGN, AND 
ANCIENT COINS PURCHASED. 


I will buy any quantity of this material, 
from coins worth a small premium over 
face or their intrinsic value to the greatest 
rarities. All gold coins in fine or better 
condition are now considered Numismatic 
items. No coin or collection too small to 
receive prompt, courteous consideration; 
no collection too large to be purchased 
for cash. 


Expert Appraisal Service 


No charge for office appraisals. 





















For Sale One of the world’s 


largest and most 
complete stocks of Coins, Tokens, 
Medals, and Paper Money to select 
from. Many items from famous 
collections in this country as well 
as Europe. Correspondence invited. 


JAMES KELLY 


Third & Broadway, DAYTON, OHIO 









Reference: 
Winters National Bank, Dayton, Ohio 















































Now Available Prompt Deliveries 
EASY SNAP T-SD 
“Style C”’ FILE BOX Sliding-Drawer FILE 
Corrugated Paper—Hinged Lid With All Steel Front 
150 stock sizes (Corrugated Paper) 50 stock sizes 









WE GUARANTEE OuR 


ALL STEEL ee ee 





TO PLEASE YOU OR 
Sliding - Drawer NO COST TO YOU IN THE 
FILES TRANSACTION 
MADE ANY SIZE TO YOUR 
SPECIFICATIONS 


-» MAIL ORDERS TO ..}. 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS — 
CURRENCY STRAPS—BANK SPECIALTIES 
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any Babbitt stuff at all. Just plain 
old-fashioned service with a smile. 

I do not believe that solicitation of 
business can be made part of a job, at 
least in the average bank. On the sur- 
face it seems possible; but unless it is 
done well it should not be done at all. 
To work at a desk part-time and then 
put on a hat and go out and make a 
few pastoral calls is not in my opinion 
the right way to do such a job. It 
soon gets lost in the mass of other work 
and neglected; while as a matter of 
fact it justifies a full-time effort if it 
is to be done right. 


As for this bank, we want to prove 

through our customer relations that 
as a bank and as individuals we are in- 
terested in the homes and the people of 
this community. We want the new- 
comers to feel that we are a friendly 
town because they have met with a 
friendly and helpful bank. We en- 
deavor to prove this by the challenge 
held out by the ambassador to try us 
out, and the more unique or unusual 
the problem the better the answer. 
We want the first impressions that 
people receive in respect to business 
and social affairs in this village to be 
pleasant and lasting and profitable. 
Because this ambassador work is first 
contact and first impressions, we look 
upon it as the most important part of 
our public relations program. 

I am not altogether sold on the idea 
that banks are merely service institu- 
tions and exist for the sole purpose of 
serving the public. I think we can 
overdo that idea. We are here to 
make money through services rendered 
as a business proposition and not as 


| philanthropy. We do not disguise the 


fact that we are in business to make 
money; but we can only make it as we 
give satisfactory and profitable service 
to our people. Any other course, il 
seems to me, is banking hypocrisy, as 
if we were an endowed organization 
whose income came from a Santa Claus 
rather than from very definite and 
profitable business transactions. In . 
our loan operations we want the public 
to believe that we are eager to make 
loans, not only to help the borrower, 
but also to furnish nourishment to the 
bank, and that lending is not only our 
business but the medium that provides 
the payroll, the overhead and interest 
for the depositors. In this too we can 
be banking hypocrites by pretending 
that lending is a philanthropic matter 
and that only the borrower benefits. 
Both must benefit or il is an entirely 
one-sided proposition. Putting these 
factors together we have a vision and 
ambition to build a bank that is 
respected and that is serving ils pur- 
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| pose as a business institution in supply- 
| ing the public with all that the public 

needs, and at the same time makes 
| money for itself. 


FORM 4070 














“Your conversion of our old, dated 
quarters through skillful use of modern 
fixtures was probably the most impor- 
tant business-producing step we’ve 


taken. Particularly note-worthy was 


its accomplishment during these try- 


ing times of material scarcity. You 


deserve our heartiest congratulations.” 


ELWOOD M. BROOKS, PREs., 
CENTRAL BANK & TRUST CO.—DENVER 


CAPITAL FUNDS: $950,000 e RESOURCES OVER $34,000,000 
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There is a good reason why so many timesaving, labor- 
saving features appear first .. . or exclusively ... on 
Burroughs products. Burroughs specialists, working daily 

with men in every line of business, acquire an insight 
into future figuring and accounting needs. They plan 
y ; machines to meet these needs efficiently and economically 
B b? Saf Gf 4 —making full use of the latest scientific equipment in 
urrou hs Burroughs’ physical, chemical and electronic laboratories 
7 2 ... the advanced ideas of experts in machine design 
fy in MACHINES and styling .. . and long experience in building for a wide 
IN COUNSEL 
IN SERVICE 
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range of office requirements. 
Forward thinking and planning—made effective by the 
finest in research and manufacturing facilities—explain 
why you see Burroughs machines wherever you go. 


BURROUGHS ADDING MACHINE COMPANY - DETROIT 32, MICHIGAN 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES * NATIONWIDE MAINTENANCE SERVICE * MACHINE SUPPLIES 














